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Few Igno 
Traffic Signals are essential to the orderly 
movement of traffic and the prevention of 
accidents. Practically everyone recognizes 
that and accepts it. Even though there 
were no violation of the law involved, the 
public as a whole would still be extremely 
careful about driving through a red light. 


While there is no law which states that 


checks must be on safety paper, the need 
for this product and the wisdom of its use 
have been clearly demonstrated. )} )} Lead- 
ing banks and business men throughout the 
nation have long looked upon LAMONTE 
Safety Paper as the most effective and de- 
pendable form of protection against check 


alteration and counterfeiting. 


For Samples of LaMonte Safety Paper see your Lithographer or Printer—or write us direct. 


LA MONTE 


GEORGE LA MONTE & SON 


lj PAPER Liseare USA 
Z 


j NUTLEY, NEW JERSEY 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization's Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 
protection against counterfeiting—saves Banks sort- 


ing time—helps prevent errors. 
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STEEL RETURNS! 


Rais designed to complement 
today ’s improved record controls 


ARISTOCRAT STEEL FILES 


aa 
SW UVUUAAUUEOTETITE: 
TVA 


MODERN SAFE-KARDEX 
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SAFE-CABINET EQUIPMENT 


for Certified Fire Protection 


for Long, Dependable Service for Visible Administrative Control 
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DELIVERIES of steel! equipment 
necessarily follow the sequence in 
which orders are received. Under 
present conditions, prompt deci 
sion is suggested. 


STEEL LEDGER TRAYS 
for hlachine Posted Records 
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It’s good business 
to combine 


Equipment VALUE 


and 


Methods ECONOMY! 
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VISIBLE INDEXING EQUIPMENT 
for Fast, Accurate Reference 


War production experience taught 
us new facts about performance, 
structural strength, refinement of 
design ... and we have put them all 
into new and improved steel office 
equipment, now in production! 
This is the time to combine the 
long-term investment value of steel 
housing and record-protection with 
more efficient record-control methods. 
Many improved systems, especially 
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developed to speed production of 
war materials, can now be applied 
advantageously to increase peace- 
time operating efficiency. 

Talk over your requirements with 
a Systems Technician. He can point 
out opportunities to economize with 
modern steel equipment, simplify 
administrative control and obtain 
important record-keeping savings. 

Just call our nearest Branch Office. 


SYSTEMS DIVISION 


REMINGTON RAND 


315 Fourth Avenue, New York 10, N. Y. 


COPYRIGHT 1945, REMINGTON RAND INC 





Here's why you'll want the 
facts about Checkerdale 


Your community needs the Checkerdale program and a 
Checkerdale store. 

The Checkerdale program, through a Checkerdale store, 
can bring to your farmers and local business the benefits of 
the scores of feeding and management discoveries made at 
the world-famous Purina Research Farm. 

Moreover, the Checkerdale store is a one-stop farm supply 
headquarters — a mighty important local business institution 
anywhere. 

There, in a nutshell, is why you, as a banker, will want the 
complete facts about Checkerdale. The Purina field man in 
your area will be glad to present them to you. But, better yet, 
we cordially invite you to come to St. Louis for a detailed 
presentation of the Checkerdale program at a meeting of 
prospective Checkerdale dealers. Just let the Purina field man 
know you'd like to go with him the next time he takes a group 
to St. Louis. If you don’t know his name, write BANKERS’ 
SERVICE DIVISION, PURINA MILLS, St. Louis 2, Mo. 


available to almost any progressive 


THE PURINA RESEARCH FARM 


When you come to a meeting of pro- 
spective Checkerdale dealers, you'll 
spend one day at the Purina plant 


farmer. From the Purina Research 
Farm has come the Checkerdale pro- 
gram, which covers Livestock and 


and office and one day at the famous Poultry feeding, Farm Management, 


544-acre Research Farm, which has 
contributed substantially to American 
agriculture. This is not a “model” 
farm, but a down-to-earth working 
farm, with methods and equipment 
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Livestock and Poultry Breeding, Dis- 
ease Prevention and Parasite Centrol, 
Crop Planning and Soil Conservation, 
Soil Improvement, Buildings and 
Equipment and Marketing. 
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Dedicated to the Building of the Agricultural Community 
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STANDARD 


FEDERAL 
TAX REPORTS 


New law? Old law? Speed? Accuracy? Convenience? 
Completeness? Whatever the need, whatever the question— 
if it involves federal taxes for revenue, the accepted 
reporter of the federal tax specialist, the first choice of the man 
“who must have everything” is STANDARD FEDERAL TAX REPORTS. 


Whether they represent tax payer or tax collector, on 
whichever side of the tax fence they stand—Tax Men all 
endorse "Standard Reports” in use, collect real dividends 

from its breadth of coverage, official and explanatory, its 

dependability, and its down-to-earth practical values. 


For the “Standard Reports” subscription plan brings 
subscribers up to date immediately and keeps them up to date 
continuously. Its swift, detailed, informative weekly issues blanket the field of federal 
taxation most important to business and its tax counsel—reporting week by week the latest 
development in pertinent law or regulation, interpretation or ruling or court decision— 
the newest return, report, or form—all enriched and illuminated by editorial sidelights 
and plain English explanations. 


Accordingly, STANDARD FEDERAL TAX REPORTS subscribers always have the facts, always 


know just what to do—and why and how to do it! 
WRITE FOR COMPLETE DETAILS 


COMMERCE) CLEARING; HOUSE; ING,, 
PUBLISHERS OF TOPICAL LAW REPORTS 


CHICAGO 1 WASHINGTON 4 
214 N. MICHIGAN AVE. MUNSEY BLDG, 


IN 
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New YorK 1 
Empine State BLOG. 
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Quality Cooperation 


for 


Correspondent Banks 


To banks—in other sections of the country and especially in smaller communities 
—wishing to enlarge their field of activity, The Philadelphia National is glad to 
offer quality cooperation, of which these services are typical: 


Cooperation in the extension of industrial loans. 

Dependable and experienced representation. 

A complete Foreign Department, backed by years of experience in handling 
the transfer of funds into and out of the country . . . the issuing of Letters of Credit 


and collecting on exports. Our long-established contacts in foreign credit centers 


also permit us to provide immediate information on current prospects and trade 
trends. 


If you require these or other services now or contemplate their need in the near 
future, we shall be pleased to discuss with you in detail the benefits of forming such 
a relationship. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 
PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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The Philadelphia Savings Fund Society —like thousands of other banks through- 
out the nation—speeds bank bookkeeping with Burroughs machines. 


Step by step, for more than fifty years, Burroughs machines 
have developed with the needs of business and industry. 
Bookkeeping, accounting, calculating, statistical, cash handling 

‘ and other types of machines have come from Burroughs 
B “4 4 h as specialized business needs have developed through the years. 
urroug - Today Burroughs’ wide range of machines is serving practically 
/ every known need of modern business for time-saving figuring and 
se ametecincttgta accounting machines—and matching each need with the specific 
IN COUNSEL 


IN SERVICE type of machine to do the required work efficiently. That's one 
big reason why you see Burroughs machines wherever you go. 
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BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICHIGAN 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES e¢ NATIONWIDE MAINTENANCE SERVICE ¢ BUSINESS MACHINE SUPPLIES 


546 BANKERS MONTHLY 


‘ 
FTF) 


— 


A 
a 
* 
~ 
a 
A 
% 
‘ 
A 
. 
| 





REPRODUCED BELOW IS A SCENE FROM THE SPECTACLE, “FIGHTING THE FLAMES”, PRODUCED ABOUT 1900 AT DREAMLAND, CONEY ISLAND. 
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“fighting the Flames” 
on American Tragedy BQ Sn One Careless Met 


CAST OF CHARACTERS: 


FIRE CHIEF 
COMMENTATOR 
CARELESSNESS 


FIRE CHIEF: We are losing ground—fire is gaining! 
Every year, it seems, there are more fires and worse 
fires—more lives lost and greater property damage. 
Something has to be done! 


COMMENTATOR: You're right—fire is gaining. In the 
year ending June 30, 1945, $442,877,000 fire damage 
was reported. That’s 10% over the preceding year and 
33%, increase over the losses two years ago. 


FIRE CHIEF: Carelessness is at the root of this—that’s 
the menace we must face. 


CARELESSNESS: Yes, and what a menace! The flick of 
a lighted cigarette, a pile of oily waste—and there I am 
starting another fire. I’m everywhere and wherever I am, 


I work. That’s why I, Carelessness, am the chief cause 
of fires! 


December, 1945 


COMMENTATOR: True, true — Carelessness is far and 
away the biggest known cause of fives. Figures show 
that this menace alone accounts for almost all serious 


frres. 
FIRE CHIEF: But Carelessness can be fought ana licked! 


COMMENTATOR: Yes, but only through constant effort. 
For when people are reminded to be careful, fires fall 
off. That’s our job! 

(Curtain) 


Epilogue: 
S THE HOME INSURANCE COMPANY: 


The best time to fight a fire is before it starts — 
join the campaign against Carelessness! 


(Asbestos) 


« THE HOME x 


FIRE + AUTOMOBILE MARINE 





OBLIGATION 


Our War Bond dollars helped 


to make victory possible. 


It is now our obligation to 


bring our armed forces home, 


care for our wounded, maintain 
our occupation troops, provide 
veteran rehabilitation, care for 
the dependents of those who 


made the supreme sacrifice. 


BUY VICTORY BONDS 


INTERNATIONAL BUSINESS MACHINES CORPORATION 
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CONTINENTAL ILLINOIS 


NATIONAL BANK 
AND TRUST COMPANY 
OF CHICAGO 


COMMERCIAL BANKING 
CORPORATE AND PERSONAL TRUST SERVICES 
FOREIGN BANKING FACILITIES 


UNITED STATES GOVERNMENT AND 
MUNICIPAL SECURITIES 


SAVINGS DEPARTMENT 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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GOOD NEIGHBORS ARE 


The great buying power of Latin America, repre- 
sented by a vast accumulation of available dollar 
exchange, is engaging the attention of American 
exporters as the United States again prepares to 
send goods in volume to her neighbor republics. 

As our exports grow, the farmer in Chile will 
eventually get his new tractor; the Brazilian in- 
dustrialist, new factory equipment; and our new 
household appliances will put a twinkle in the eyes 
of many a Colombian housewife. Our “good 
neighbors” are also “good customers.” 

The Chase Foreign Department can be of in- 
valuable assistance to American exporters and 


importers. For the Chase Foreign Department has 
long maintained close relationships with corre- 
spondent banks throughout Latin America, chosen 
for their efficiency in transacting foreign business 
as well as their intimate knowledge and under- 
standing of local business conditions. 

Through these correspondents, the Chase is able 
to offer aid, in the form of accurate information 
and complete facilities, to the American business- 
men who will share in the coming great volume 
of trade. These Chase facilities which are always at 
the disposal of our domestic correspondent banks 
provide a valuable service for their own customers. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 
LONDON — 6 Lombard Street +« 51 Berkeley Square «+ Bush House, Aldwych 


Havana + San Juan + Panama « Colon « Cristobal 


* Balboa «+ Office of Representative: Mexico City 


Member Federal Deposit Insurance Corporation 
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INCREASING INCOME 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST 
CHICAGO 5, ILL. 


Fifty Billion Dollars Is The Target 


For Bank Financing Of Consumers 


A local bank is in better position to handle consumer paper at lower 
fees than other credit institutions. This has proved to be the safest 
collateral and these loans pay higher average interest and service 
fee return than other types of advances. 


HE future belongs to those who 
prepare for it. 

Bankers have an opportunity for 
community service out of all pro- 
portion to their more traditional 
functions. The public extends its 
patronage, gratitude, and goodwill 
to those agencies and favilities 
which assist it most positively and 
frequently. The local banker now 
faces the opportunity to become a 
far more vital factor in the public 
interest than ever before, touching, 
not the few, but the many. 

It is fundamental that man lives 
to enjoy the most he can. He wants 
“all this and heaven, too”. ...most 
certainly, at least “all this.” 

Without the reasonable comforts 
of living, man tends to disintegrate. 
He sinks into despair, criticism, 
revolution, and immorality. 

The challenge to our American 
order of government, the strife be- 
tween capital and labor, the willing- 
ness to accept the insecurity of secu- 
rity, most revolutionary aspects—all 
are pivoted upon the assumption 
that the common man is not mate- 
rially benefiting from his labor as 
he should. Man covets the right to 
work, only that he may be able to 
possess the comforts he desires, Pro- 
vided with an abundant living, he 
is stable and satisfied. There is no 
strife in him. 

It is axiomatic, therefore, that any 
community facility that will permit 
the enlargement and enrichment of 
family standards of living becomes 
more than a mere economic con- 
sideration. It has definite moral and 
spiritual values, It makes for peace, 
community pride, and ideals, better 
government and higher cultural 
standards. 


By GEORGE S. JONES, Jr. 


Vice President In Charge of Sales, Servel, Inc. 
President, National Federation of Sales Executives 


As Told To 
GERALD ELDRIDGE 
STEDMAN 


The agency of the local bank in 
facilitating a greater family living 
standard is a positive and self-evi- 
dent contribution to the industry, 
spirit, and moral tone of its com- 
munity whose strength and nature 
cannot reasonably longer be ig- 





Banking’s Current Opportunity 


l. The agency of the local 
bank in facilitating a greater 
family living standard is a posi- 
tive and self-evident contribu- 
tion to the industry, spirit, and 
moral tone of its community 
whose strength and nature can- 
not reasonably longer be ignored. 

2. The advancement of mate- 
rialism, so far as that relates to 
the possession and enjoyment of 
such fundamental things as 
home, communications, transpor- 
tation, labor-saving devices, and 
comforts that provoke greater 
sanitation, better food preserva- 
tion, or more comfortable living 
atmospheres—the advancement 
of materialism, I dare say, is the 
most significant of all sociolog- 
ical necessities. 

3. The finest collateral, from 
the standpoint of exciting new 
momentums of progress, is not 
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nored. It is not good business to 
ignore it because the world can 
easily be awfully upset if folks must 
endure denials. 

This country and any of its com- 
munities has always been happiest 
en masse when it has been enjoying 
the most. The advancement of mate- 
rialism, so far as that relates to the 
possession and enjoyment of such 
fundamental things as home, com- 
munications, transportation, labor- 
saving devices and comforts that 
provoke greater sanitation, better 
food preservation, or more comfort- 
able living atmospheres. ...the ad- 
vancement of materialism, I dare 





savings from labor that has been 
performed but rather the signa- 
tured promise and pledge of 
labor that is about to be accom- 
plished. 

4. All wealth is labor—past 
and present. But so is future labor 
even more certainly to be con- 
sidered wealth, for without it, all 
existing wealth will stagnate. It 
is of greatest practical concern 
to encourage that widespread 
habit among all the people of be- 
ing able to capitalize tomorrow's 
labor hour. 

5. We should be able to turn 
next week's, next month’s, and 
next year’s labor to our present 
advantage. We should be able to 
capitalize our comforts now, pay- 
ing for them with the promise and 
pledge of tomorrow's earning 
power. 





All sorts of electrical home conveniences are in demand as gifts and as labor 


saving devices for homemakers. 


say, is the most significant of all 
sociological necessities. 

Money is, of course, the catalytic 
agent that makes possible the cycli- 
cal action of transferring labor into 
goods and back into the necessity of 
more work. Originally, man lived on 
what he himself produced. The in- 
creasing specialization required as 
he tended more to live in less bar- 
baric groups, called for some me- 
dium of exchange so that he could 
win what other things he wanted 
but which he could not grow or 
make. He used that part of his labor 
in payment which went into skills 
he had which others did not, and 
which resulted in surplus produc- 
tion by him that others wanted. 

Stones, wampam, sharks’ teeth; 
practically every sort of imaginable 
thing has at one time or another 
been used for money....until the 
world tended to standardize on gold 
because of its scarcity, universality 
and the nobleness of the metal. 
However, a more complex and 
fecund civilization made gold itself 
a poor instrument of exchange, and 
paper currency, checks, drafts and 
trade acceptances came into wide 
use. These gave necessity to deposi- 
tories and banking facilities of ex- 
panded nature. 

The critical thing to understand 
is that in all this evolution of the 
media of exchange, the catalytic 
agent of money or paper was used 
only to translate the values of labor 
that had been performed. No one 


has yet thought much of giving col- 
lateral value to the labor that is to 
come. 

My personal conviction is that a 
further step of progress is now very 
definitely possible in the further de- 
sign of that media of exchange that 
will change the tense of the collat- 
eral consideration from that of the 
past to that of the future. I most 
thoroughly believe that such a rev- 
olutionary viewpoint will best per- 
mit the local bank to prepare to 
play a wider and more useful part 
in community interest. 

After all, the greatest function of 
the local bank is to facilitate the 
community paper of local custom- 
ers. The greatest capital is not that 
which has been accomplished, rep- 
resented by savings at hand. After 
all, such collateral represents a per- 
formance that has passed. The 
greatest capital asset, it seems to 
me, is “that which can be done.” 
The finest collateral, from the 
standpoint of exciting new momen- 
tums of progress, is not savings from 
labor that has been performed but 
rather fhe signatured promise and 
pledge of labor that is about to be 
accomplished. 

All wealth is labor—past and 
present. But so is future labor even 
more certainly to be considered 
wealth for without it all existing 
wealth will stagnate. It is of great- 
est practical concern to encourage 
that widespread habit among all the 
people of being able to capitalize 


tomorrow’s labor hour. We should 
be able to turn next week’s, next 
month’s and next year’s labor to our 
present advantage. We should be 
able to capitalize our comforts now, 
paying for them with the promise 
and pledge of tomorrow’s earning 
power. And I submit that such paper 
is the most useful and most modern 
version of the medium of exchange. 

This trend has been upon us for 
the past 20 years. The finance com- 
panies have rendered a distinct 
public service in the pioneering de- 
velopment of this new medium of 
exchange. Their services have been 
adequate and useful. They have 
been protected by high interest rates 
and service charges. Their success 
has proved the soundness of time 
payment paper. This broad market 
of consumer finance is now logically 
ripe for the expanded participation 
of the community banker. 

The traditional habit of the local 
bank was to accumulate funds from 
local savings which it fauceted off 
to other banks, foreign to the com- 
munity, for multiple uses as call 
money, to underwrite new under- 
takings, to facilitate distant financ- 
ing, or to facilitate the timepaper 
financing which it tended to refuse 
to participate in, itself. 

Those few local banks aggressive 
enough to place part of their port- 
folios in time payment paper found 
such collateral loans the safest, most 
fluid and profitable of all. That 
should be evidence enough that it is 
good business to capitalize tomor- 
row’s labor dollar. 

The banks have generally had a 
fine training in the excessive han- 
dling of accounting detail because 
of the very distinct services they 
have rendered in the bookkeeping 
and record involved in the superin- 
tendency of the ration point system. 
This has permitted most of them to 
acquire organization and method to 
handle efficiently and economically 
that minutiae of detail beyond re- 
quirernents involved in profitable 
handling of customer paper. 

Further, the public has come to 
expect service charges for bank 
accommodations. In fact, consider- 
able of banking income is now made 
up from such fees. My own notion 
is that a local bank is positioned to 
handle customer paper involving all 
manner of durable goods at lower 
service fees than other credit insti- 
tutions in that it has the facilities 


The future belongs to those who prepare for it. 
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Even husbands are interested in modern kitchens (as well as what they bring forth). Instead of buying one unit at a 
time, the desire will be for a complete kitchen, paying for part of it with a bank loan. 


set up to accommodate other essen- 
tial services, This additional activity 
can be somewhat absorbed in the 
function of such facilities, thus per- 
haps lowering the cost and because 
bookkeeping detail can largely be 
performed by existing facilities that 
have to be maintained for other 
banking services. 

Most banks are now loaded with 
low-interest governments. Their net 
interest return is so low as not to be 
capable of sustaining bank func- 
tions and reasonable profits without 
some enrichment. Consumer paper, 
along with being the safest collat- 
eral both as to its ratio of liquida- 
tion and as to the wide spread of its 
protection, pays higher average in- 
terest and service fee return, sup- 
plying thereby the necessary in- 
come enrichment. 

A debt for some durable comfort 
or convenience is a great moral and 
disciplinary force. The financing of 
a home, automobile, refrigerator, 
water heating facilities, modern 


ccoking equipment, air condition- 
ing, camera equipment, game room 
equipment, laundry facilities, 
sweeping and cleaning equipment 
or any of those durable utilities 
identified with the comfort and 
convenience of living today out of 
tomorrow’s labor dollar creates in- 
centive, aspiration and responsibil- 
ity which become a _ tremendous 
force for good in its effect upon the 
individual, the family and the com- 
munity at large. It causes families 
to become wedded to an enabling 
purpose, and the facility makes 
them enjoy life while yet there is 
time. 

The record is clear that no man 
will renege on a debt that will cause 
the repossession of a durable con- 
venience he has come daily to enjoy. 
The responsibility of meeting such 
debts is the greatest of all stabiliz- 
ing influences holding him steadily 
at his job. The existence of such 
debts. is therefore a great moral 
force. 


The improvement of home com- 
fort and convenience by initial pos- 
session of any of these durables, sets 
up the housewife’s aspirations to be 
modern in all other ways. Thus 
an influence is generated which 
makes the family dissatisfied with 
all old-fashioned things as they are. 
All members aspire to work harder, 
longer, and more ably to gain a 
greater capitalization of tomorrow’s 
dollar that can be pledged for more 
of today’s justifiable comforts. 

This makes keeping one’s nose to 
the grindstone worthwhile. It estab- 
lishes the incentive for personal in- 
dustry and promotion. If the aver- 
age man would frankly admit, he 
would declare that perhaps the 
greatest urge behind his own ad- 
vancement has been the prodding, 
coaxing, inspiring demands of his 
mate for some better living stand- 
ard. Thus, such debts to facilitate 
this sort of durable possession, lead 
on to the fulfillment of an ever 
richer life. Then it becomes a great 


The record is clear that no man will renege on a debt that will cause the re- 
possession of a durable convenience he has come daily to enjoy. 
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disciplinary force that holds the 
family contentedly in the groove. 

Many such durable products are, 
in reality, self-financing. It can be 
quite definitely proved in the varied 
categories of family economics, food 
savings, health, fewer work days 
absent, greater energy flow and 
lower home labor requirements that 
many of these durable products cost 
more to be without than to possess. 
They create real money savings 
which, in the economy of home 
management, go far in helping to 
pay monthly installments required 
for their possession. 

It is to be seriously doubted, for 
example, whether a correctly se- 
lected and effectively used refriger- 
ator actually costs anything at all. 
Its real savings are about sufficient 
to finance it. Why, therefore, con- 
tinue to endure the wastes of being 
without such comforts. ...wastes in 
money, effort, health, charm, energy 
and inspiration; injuries through 
discord to disposition, pride and 
family atmosphere? 

Any woman who wilfully refuses 
the use of electricity in her washing 
and ironing to accomplish the same 
result by her own muscle power is 
actually demonstrating that she is 
willing to work for one cent an hour. 
These modern conveniences and 
comforts in all reality, permit the 
housewife to give herself an im- 
portant wage increase. 

Since full benefits to workers can 
be secured only by regularity of 
employment which, because of sea- 
sonal marketing trends, requires 
accumulation of considerable in- 
vestment in finished inventory in 
storage, why cannot this inventory 
be carried in use, rather than to idle 
in the warehouse? Products create 
no wealth when not in use. Their 
idleness in storage is a huge eco- 
nomic waste in itself. Considering 
the influences for good of their use, 
storage is an immorality as well as 
an extravagance. 

Therefore, resort to the wide- 
spread practice of permitting the 
worker to capitalize tomorrow’s dol- 
lar by universal use of this new 
medium of exchange, through the 
local banks’ adoption of the policy 
of facilitating this currency of 
pledge and promise for such dur- 
able goods, will immediately turn 
such storage of finished inventories 


Products create no wealth when not in use. Their idleness in stor- 
age is a huge economic waste in itself. Considering the influences 
of their use, good storage is an immorality as well as an extrava- 


gance. 


into liquid and usable property. 

The principle of “storage in use” 
is certainly the more logical method. 
Earlier use, among other advan- 
tages, causes the need for earlier 
replacement. Thus it contributes to 
greater volume and consequently to 
more plentiful employment. Since 
the investment has to be carried by 
the banks in either case, it is far 
more the greater part of wisdom to 
finance a functioning investment, 
capable by its utility and perform- 
ance to create benefits and savings 
otherwise lost. 

I fee] that there is too great a dis- 
position to expect the financing of 
distributive expansion through sav- 
ings. The great and overlooked fact 
is that the value of purchase and 
possession out of tomorrow’s labor 
hour establishes the cause for addi- 
tional work. If possession is financed 
out of past savings, it obligates no 
new work. 

The principle of “storage in use’ 
can eliminate seasonal market 
trends, when hooked up to this new 


It is to be seriously doubted, for example, whether a correctly 
selected and effectively used refrigerator actually costs anything at 
all. Its real savings are about sufficient to finance it. 


medium of currency, for it will be 
just as convenient for the pur- 
chaser to buy in any one month as 
another. 

The economies and savings to the 
individual customer, the benefits of 
sustained employment to the work- 
er, the economies in fabrication on 
a stabilized basis to the manufac- 
turer and the widened orbit of a 
more useful and profitable form of 
financing to the banker will not 
turn into a deterrent of progress. 

It is entirely conceivable that 
$50,000,000,000 can be a practical 
target for this type of local bank 
financing of customer paper capital- 
izing tomorrow’s labor dollar. I 
should feel that a very considerable 
percentage of the average local 
bank’s portfolio of loans could well 
be in this category. 


Certainly the promise and pledge 
of an earnest worker has proven it- 
self of more solid trustworthiness 
than the gold standard. It can be- 
come the new standard for an ad- 
vancing order of American civiliza- 
tion. 

This viewpoint endows the local 
bank with the opportunity to be a 
great moral and disciplinary force 
within its community. It offers the 
opportunity to obligate the indi- 
vidual to intents, ambitions, incen- 
tives and purposes that are most 
sure to hold him on track in that 
the acceptance of the obligation has 
prematurely endowed him with 
human comforts and conveniences 
that he appreciates sufficiently to 
work harder for. 


This new type of currency is as 
fully collateralized as any type of 
former loan. The threat of repos- 
session of the collateral carries a 
sting that is closer to joys of living 
which the possessor does not want to 
abandon, so the continued payment 
of the loan will be more carefully 
habited. 


By facilitating such a movement, 
therefore, the local bank can at last 
come to be considered a friend to 
man. Yes, indeed, the future be- 
longs to those who prepare for it. 
And of all factors, the local bank 
has perhaps the greatest chance to 
render great sociological service; 
with the result of solidly and sound- 
ly profiting. It can be considered the 
very best of banking practices. 
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Watch For These 
Access Limitations 


1. The death of a renter can- 
cels all deputy access authority 
and the safe deposit box should 
be sealed until a tax waiver has 
been received. 


2. The rights conferred by 
deputy authority are: 

. Free access. 

. The right to rent larger or 

smaller boxes. 

. The right to remove the con- 

tents of the box. 

. Authority to execute a re- 

ceipt for the contents. 

. In cases where a court has 
appointed a committee to take 
charge of the contents of a box, 
the bank should transfer title 
only after an open inventory has 
been made in the presence of all 
interested parties. 

4. The identity of the deputies 
appointed by the courts must be 
fully established. 

5. If a renter is declared bank- 
rupt, his safe deposit box must 
be sealed pending the appoint- 
ment of a trustee. 

6. Where heirs do not act, the 
court appoints a public admin- 
istrator. 

7. Never allow access on 
phoned or telegraphed authority 
—written authority is essential. 


Strict Access 


ee ee 


GE Le 4a a Bake mm om me ae 


Rules 


oh Oe EE BD ae 


Essential Vault Precaution 


This article, the third in 4 series on safe deposit procedure, squarely 
faces the fact that there is no safe deviation from the unalterable rule 
of granting access to safe deposit vaults only to authorized persons. 


T IS highly important that a prop- 
er signature procedure be devel- 
oped since this is the major guaran- 
tee of providing an adequate basis 
for the granting of access to the 
vault to authorized parties, All safe 
deposit rental contracts should 
therefore bear the renter’s complete 
and authentic signature. A_ safe 
rented to a married woman should 
have a lease signed in her given 
name. As a general rule, it is wise 
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By HARVEY J. JUHRE 


Buffalo Trust Office, Marine Safe Deposit Co., 
Buffalo, New York 


to furnish the renter with a copy 
of the rental contract. 

When a safe appears in the name 
of the renter alone, no one is to be 
given access except the renter unless 
he subsequently appoints a deputy 
or agent. A deputy or agent’s power 


is operative until cancelled or is 
automatically stopped by the death 
of the renter. 

The authorization used by most 
banks for the appointment of dep- 
uties provides almost unlimited 
power. This includes the right to 
rent a larger or smaller box, free 
access without liability to the bank, 
the right to remove the contents, 
and authority to execute a receipt 
acknowledging the removal of the 
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contents of the safe when the ren- 
tal contract is cancelled. 

Many have the clause that if the 
renter requests the bank to give a 
deputy or agent access to the safe, 
no liability shall be incurred by the 
bank. Such clauses also state that 
notice of the revocation of this 
authority must be given to the bank 
in the event of the death of the 
deputy or removal for other causes. 
The renter also agrees to indemnify 
the bank against any wrongfu! act 
which may be committed by the 
deputy. During the lifetime of the 
renter, the power of his deputy 
ceases if he becomes incompetent 
or bankrupt. 

Upon the presentation of a court 
order for the appointment of a com- 
mittee for the estate of an incom- 
petent, certain obligations fall upon 
the bank. If a safe deposit vault 
operator is unfamiliar with court 
orders of this type, the safe should 
be sealed until legal advice is pro- 
cured. 

When satisfactory information has 
been obtained, the identity of the 
person appointed must be estab- 
lished. At the first opening of the 
safe in the presence of the com- 
mittee appointed by the court and 
a representative of the bank’s man- 
agement, a list of the contents must 
be made in triplicate—two of which 
should be given to the committee 
and the third retained by the bank. 
Title may then be transferred to the 
committee. 

If a bonding company has been 
given joint control, the bank will 
need an authorization from the 
bonding company stating who may 
represent them and specimen signa- 
tures from those authorized. It then 
becomes the bank’s duty to give sole 
recognition to that authority and 
refuse access to anyone else except 
in the presence of the authorized 
representatives. If a committeeman 
dies, a successo1 will be appointed 
by the court to fill his place. 

If the incompetent should die, the 
box should be sealed until the ap- 
pointment of a fiduciary. At the first 
opening, the committee, the repre- 
sentative of the bonding company, 
the representative of the tax com- 
mission, and the executor or admin- 
istrator should be present. After a 
tax waiver has been received, the 
safe should be taken by the fidu- 
ciary. 

Upon notice of the death of a 
renter, the box should be sealed and 
the deputy’s power stopped. 

In some states, a box may be 
opened for a will search by the pre- 
sentation of a court order. These 
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It is not safe practice to allow a box renter 
to remove valuables or add valuables with- 
out taking the box to a coupon room, where 
this may be done in privacy. 


laws provide that the court may 
make an order directing the safe 
deposit company or bank to open a 
box for will search in the presence 
of a representative of the tax de- 
partment and, if a will (or wills) 
is found, to deliver it to the clerk 
of the court against receipt. The 
order may also direct the safe de- 
posit company to deliver to the per- 
son named in the order a deed to a 
cemetery lot or an insurance policy 
to a named beneficiary against the 
receipt of the person named. 

Some banks allow the husband 
or wife or child of a decedent renter 
to search for a will in the presence 
of a.tax representative without a 
court order. If a will is found, the 
bank delivers the will to the clerk 
of the court. It seems that the latter 
policy should not be adopted unless 
recommended by legal counsel. 

If your bank delivers a deed to a 
cemetery lot or an insurance policy 
to anyone without a court order, it 
incurs a business risk and could be 
held negligent. The fact that the 
state tax representative might have 
consented to issue a waiver cover- 
ing the delivery of the deed or the 
insurance policy does not authorize 
the bank to make delivery. 

The safe should again be sealed 

and should remain sealed until the 
executor or administrator calls with 
the representative of the state tax 
department and presents certificates 
from the court. After the tax repre- 
sentative lists the contents and pre- 
sents a waiver, you may have the 
fiduciary rent a safe in his fiduciary 
capacity. 
“It is my opinion that a fiduciary 
cannot give power of attorney to 
another to act for him as he is with- 
out right to delegate power to any- 
one to execute an act requiring 
judgment. Some attorneys claim 
that the acts of a deputy on a box 
are purely ministerial and allow a 
fiduciary to appoint a deputy. 

An administrator is appointed if 
a person dies without a will and the 


estate is distributed according to 
law. 

If a decedent has a will and the 
person named in the will as execu- 
tor qualifies, he or she is named 
executor under the will and carries 
out the provisions of the will. When 
a sole executor dies, the box is sealed 
until an administrator with the will 
annexed is appointed by the court. 
A tax waiver is not necessary. 

Sometimes, if a will is in litiga- 
tion, it becomes necessary to pro- 
tect the interests of the estate. The 
court then appoints a temporary 
administrator who is later super- 
seded by an executor. It is wise to 
have the temporary administrator 
present at the first opening of the 
safe by the executor. If more than 
one executor is named, in the event 
of the death of one, the surviving 
executors may have free access un- 
less the instrument under which 
they are acting provides for a sub- 
stitute. This may be determined by 
requesting a new court certificate 
or by referring to the will on file in 
the court. 

If a person has no heirs or credi- 
tors, or if he has and they are un- 
willing to act, and it appears that 
he has an estate, the court will ap- 
point a public administrator to act. 

If a renter is declared bankrupt, 
the Federal District Court serves 
notice, and the safe deposit box must 
be sealed until a trustee is ap- 
pointed. An order of appointment 
should be filed with the bank. This 
order should be referred to an offi- 
cial or counsel of the bank and, if 
it is in order, the trustee may be 
recognized upon proper identifica- 
tion. If the trustee dies before the 
contents are removed and the box 
surrendered, the court will appoint 
a successor. 

A warning against unauthorized 
accesses was voiced by the New 
York Safe Deposit association in 
Bulletin Number 3 which said in 
part, “it is never safe to permit an 
unauthorized access and one should 
never be permitted. The manager 
of the vault or his superior officer 
who has the final ‘say’ on such mat- 
ters, should be definitely committed 
to the policy that, no matter who 
the people are and no matter what 
the circumstances, an unauthorized 
access will not be permitted. This 
must be the policy because of what 
an unauthorized access implies, 
rather than because of the possibil- 
ity of a claim for loss as a result of 
one particular access. 

“Tf one unauthorized access is 
proved, the implication is that some 
other unproven unauthorized access 
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A vault door should be unlocked in the 
presence of at least two persons who should 
sign a statement that they were present and 
that the vault was opened at a recorded 
time. 


may have been granted. In other 
words, a proven unauthorized access 
is proof of negligence on the part of 
the lessor. If prima facie evidence 
of negligence can be produced in a 
suit for loss from a safe deposit box, 
the burden of proof may shift to the 
lessor. 

“An institution cannot protect 
itself against implication of care- 
lessness if it grants an unauthorized 
access, no matter how many com- 
petent witnesses are present. Access 
should not be granted if it is not 
properly authorized.” 

Never allow access on authority 
granted by telephone or telegraph— 
even though you may be promised 
a written authority to confirm. Your 
renter may die before he executes 
and mails it. 

General powers of attorney need 
not and should not be recognized 
for access to safe deposit boxes. A 
power of attorney authorizing access 
to a safe should be filed with the 
vault and contain a stipulation that 
it can be cancelled only in writing. 
If you honor a general power, you 
may learn too late that the renter 
was deceased when you granted 
iccess, that it was signed under 
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duress, or that it was not intended 
to cover the safe deposit box—with 
the resultant claim that access was 
unauthorized. 

Court orders, other than the usual 
will-search orders, should always 
be passed on by legal counsel, 

If a renter is very ill and is physi- 
cally unable to affix his signature 
to a deputyship, there is consider- 
able risk in accepting a deputyship 
from him. This is particularly true 
if he is unable to make more than 
‘his mark.’ 

You may be told by his relatives 
that they simply must get into the 
box to sell something in order to 
pay doctor and hospital bills. But, 
although your sympathies may 
naturally be aroused, they must not 
be allowed to influence your better 
judgment. If the renter never 
authorized anyone to enter his safe 
when he was well, it is fair to as- 
sume that he did not want anyone 
to obtain its contents. 

The safest procedure is not to 
accept a power of attorney from 
any person known to be very ill. If 
the bank’s management feels that, 
notwithstanding the risk, they must 
recognize such a power, they should 
do so only on the advice of legal 
counsel, 


Correction For Rule No. 8 


On Page 470 of October Bankers 
Monthly, Rule No. 8 was given as: 
“After giving access, be sure the box 
is locked before the customer leaves 
the vault. It may be locked open if 
you wish.” 


The author suggests that the rule 
might be more clear if it read as fol- 
lows: “If door is left locked open 
when renter takes box to coupon 
room and lock is not released until 
box is returned to vault, you elim- 
inate the possibility of anyone 
carrying container from vault and 
later claiming it was removed by 
someone other than renter or his 
authorized agent, and at the same 
time you make certain that box is 
locked before renter leaves the 
vault.” 


We Expect To Handle 
A Big Volume Of Farm 
Machinery Paper 


We have had very good success in 
handling loans of our dealers se- 
cured by chattel mortgage on farm 
machinery. We have handled them 
with endorsements and have also 
discounted notes endorsed “without 
recourse.” 


All box renters should carry their own 
boxes from the vault to coupon rooms and 
return them. If it is necessary for an attend- 
ant to carry the box, the box should be in 
sight of the renter. 


I don’t believe we have had any 
losses on this kind of loan during the 
last five or six years. Usually the 
down payment is from 3314% to 
40% of the purchase price and our 
terms are usually 6, 12, and 18 
months divided into three equal 
payments for the balance. 


We also make a number of direct 
loans to farmers for purchase of 
farm machinery and our terms are 
usually about the same as those 
made by the dealer. We have never 
had an arrangement with our deal- 
ers to condition and resell any ma- 
chinery which was _ repossessed. 
However, we have found them to be 
very co-operative in helping us to 
find a purchaser. 

We consider farm machinery 
paper very satisfactory. We really 
expect to handle a considerable 
volume of it when new machinery 
gets back on the market.—E. C. 
Breedlove, vice president, The First 
National Bank, Harlingen, Texas. 


Thousands of dollars would be 
saved in losses now caused by 
errors, if the amount were written 
in the same place on all checks. 
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“It’s About Time Our Banks Are 
Beginning To Earn A Little Money” 


This state supervisor believes that the recent increased earn- 
ings of banks should not be criticized, for their owners are 
entitled to a good profit to make up for the past years of 


little or no earnings. 


Average returns of only 4.4% for 


15 years is reported for banks under his supervision. 


HE steadily rising curve in bank 
4 earnings during the past few 
years has come in for a bit of scru- 
tiny lately in quarters that have 
been inclined to view this develop- 
ment with alarm. It has even been 
broadly hinted and suggested that 
supervisory authorities do some- 
thing about it. 

In the light of our experience with 
the operating results in the State 
banks of Illinois over a period of 
years, this favorable trend in bank 
earnings moves this department no 
further than to declare that it is 
about time our banks are beginning 
to earn a little money. 

It should hardly be necessary to 
remind any one at all conversant 
with recent banking history that 
our banks are only a few years out 
of one of the blackest periods in the 
history of American banking; dur- 
ing which the average bank was not 
only a profitless venture for its 
owners but a bill of expense and a 
liability as well. 

No critical study of bank opera- 
tions will even approach fairness 
that does not cover all of the past 
fifteen years; for most of the banks 
that are showing good earnings to- 
day are only in operation today be- 
cause of the sacr:fices of capital and 
earnings made by their owners dur- 
ing the greater part of that period. 

A very cursory glance at our de- 
partmental record of Illinois State 
bank operation during that period 
will convey a rough view of what 
we mean: 


By ARTHUR C. LUEDER 


Auditor of Public Accounts, State of Illinois, 
Chicago, Illinois. 
Reprinted from his Monthly Bulletin to 
Illinois State Bankers 


In 1929 the average net earnings 
after all charges for Illinois State 
banks was 8.1% of the total capital 
accounts. In 1934 the average was 
an operating loss of 8.6% of the 
capital structure. The return for 
1939 was 7.85% which increased to 
10.25% in 1944. 

The foregoing 


sample returns 





Average Net Earnings For 


Illinois Banks 
1929—Earnings of 8.1% of capi- 

tal accounts. 
1934—-Operating loss of 8.6%. 
1939—Earnings of 7.85%. 
1944—Earnings of 10.25%. 
Mean average return—4.4%. 

But— this does not deduct 

losses of capital and contribu- 
tions of capital which used up 
millions of dollars of stockhold- 
ers’ funds in keeping the banks 
in operation during the past 
15 years. 





taken from four significant years out 
of the past 15 show a mean average 
return ~of 4.4% for each of the 
sample years; and these figures, we 
believe, are fairly comparable to the 
national experience as a whole. This 


average return, meager as it is, does 
not even begin to tell the whole 
story; for it does not take into ac- 
count losses of capital and contribu- 
tions of capital that occurred before, 
during, and after the Moratorium of 
1933. These adjustments used up 
millions of dollars of stockholders’ 
funds. 

We have never had the facilities 
available to recapitulate this gigan- 
tic phase of the picture, but we are 
very sure that if it were brought 
into the operating calculations that 
the net operating results for the 
average Illinois State bank for the 
past 15 years would show a loss. 

It is also pertinent to point out 
that, during the period under re- 
view, Illinois State banks have paid 
out of their earnings over 34 million 
dollars to deferred certificate and 
debenture holders. 

The foregoing historical facts can- 
not be overlooked when bank earn- 
ings come up for discussion; for they 
explain why most Illinois State 
bank stockholders went without 
dividends from 1930 to 1941-2-3. 

It should also explain why super- 
visory authorities might be inclined 
to view the favorable developments 
of the past few years with benign 
satisfaction. 


The Congress has recognized film 
records as of the same authenticity 
as original documents, for a docu- 
ment with its official signatures, if 
any, could not~have been photo- 
graphed unless it existed. 


It has been broadly hinted and suggested that bank supervisory 
authorities do something about the rising curve in bank earnings. But— 
our banks are only a few years out of a period during which the average 
bank was not only a profitless venture for its owners, but a bill of expense 
and a liability as well. 
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A check drawn by the purchaser of a horse read: 
“Pay to the order of John Smith if horse gets well.” 

Was this a negotiable instrument? 

a. All checks are negotiable; b. Only if the horse could be proved 

to be well; ¢. Yes, as long as the drawer did not stop payment; 

d. The check was a conditional form of payment and cannot be 

considered to be negotiable. 


An incorporated bank’s profits belong to whom? 
a. The depositors; b. The stockholders; ¢. The Board of Directors. 


ro 


Must a bank have a dark room to develop Re- 
cordak film? 
a. Yes; b. No, the films are developed by the Recordak Corp.; 


c. They do not have to be developed; d. They are left in the 
machines until some picture is to be examined. 


Ww 


4 | If a borrower without credit rating had no collat- 

eral except a large quantity of grape juice on his 
own premises, which of the following type of loan 
would be safest for the bank? 


a. Open line; b. Field warehouse; ¢. Real Estate. 


What is the name of the bank holiday which 
occurs on the 25th (or on the 26th, if the 25th falls 
on Sunday) of one of the months in all states? 


a. Memorial Day; b. Christmas; ¢. Columbus Day. 


There are some countries whose monetary unit 
should be familiar to those who work in banks. 
What is the monetary unit of Mexico? 


a. Peso; b. Dollar; ¢. Pound. 


In what Federal Reserve District is Duluth, Min- 
nesota? 
a. 9; b. 10; «. 11; d. 12; e. 13. 


Which of the following items should be dishon- 
ored and returned to the bank from which they 
were received? 


a. Indorsement on the face of the check; b. Improperly indorsed. 


Directors of national banks are elected for terms 
of how many years? 


a. 5 years; b. 3 years; ¢. 1 year. 


Which two of the following do not have their pic- 
tures on U. S. currency? 
a. Grant; b. Ford; ¢. Carnegie; d. Madison. 


a. 450; b. 350; «. 700; d. 650. 


Which of these amounts can -be paid with four 
coins—all different? 
a. $1.60; b. $1.80; ¢. $.40. 
If you were working in a bank in Philadelphia, 
Pennsylvania, and were asked to sort from a batch 


of checks those in your federal reserve district, you 
would select transit numbers with which one of the 
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19) 
i) 
How many dimes in seven rolls? 


following prefixes? There are prefix numbers in addi- 
tion to this one, but only one of the numbers listed 
here applies. 


a. 555; b. 641; ¢. 3; d. 432; e. 115. 


Which two of the following are not cash items in 
bank phraseology? 
a. Checks deposited by good customers whose indorsement is 


good; b. Coin; ¢. Real Estate Mortgage; d. Matured certificates 
of deposit. 


What is commonly the work of a foreign teller 
in a city bank? 
a. He waits on foreign customers; b. He handles out-of-town 
collection items; ¢. He issues foreign drafts and letters of credit: 
d. He handles checks drawn by out-of-state corporations. 


H 6) Which of the following unpaid items classify as 
receivables? 


a. Rent for office space on upper floors of bank building; b. 
Taxes. 


Do some banks charge their own depositors a fee 
for each check charged against their accounts? 


a. No, that is against the federal law; b. All state laws forbid it; 
c. Yes. In some banks, that is the only charge. 


Ts it proper for an employee of the bank to open 
a customer’s safe deposit box and insert valuables 
for him? 
a. Yes, if the customer is in the vault; b. This is common practice 
with older people; ¢. No, this should never be done, the cus- 
tomer should put his own valuables into his box. 


if) Which of the following are federal governmental 
agencies? 
a. Federal Reserve Bank of Philadelphia; b. Association of Re- 


serve City Bankers; ¢. Commodity Credit Corporation; d. Robert 
Morris Associates. 


Which of the following is not a negotiable instru- 
ment? 
a. Receipt for payment; b. Customer's bearer bonds in safe keep- 


ing; ¢. Check payable to bearer; d. Bearer bonds owned by 
the bank. 


(Answers on page 578) 


Circle the letter indicating the answer you believe 
is correct. Grade yourself as follows: 


18, 19 or 20 Very Superior 
15, 16 or 17 Superior 
12, 13 or 14 Good 
8, 9, 10 or 11 Average 
5, 6 or 7 Poor 
2,3 or 4 Very Poor 


We shall be glad to receive comments on this list 
of questions and suggestions for future questions. 
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To simplify operations 


ee 


Get this new book...published for banks 
..-by Recordak — 
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»e10 CUT Costs... 


it will show you the gains in efficiency and 
protection RECORDAK PHOTOGRAPHIC SYSTEMS 
make possible in bookkeeping, transit, and 
other banking operations 


Improving bookkeeping operations 


If you’re thinking of modernizing your book- 
keeping system . . . of getting away from time- and 
labor-consuming dual posting methods, as so many 
banks are doing... you’ll want this book. It shows 
what you gain by changing over to the efficient, 
economical RECORDAK PHOTOGRAPHIC 
PLAN OF SINGLE POSTING. Gains like these... 


You'll post only once a day. You'll lighten up 
the load of purely routine work bookkeepers are 
carrying; make them that much more available 
for other important duties. You’ll cut equipment, 
stationery, file-space needs to a minimum. And, 
protection-wise, you’ll put your bank in the safest 
possible position . . . with your complete records 
filed on tamper-proof, substitution-proof, extraction- 
proof Recordak microfilm. 


Modernizing transit systems 


This is another thing this book will do for you 
... encourage you to modernize your transit oper- 
ations. For it will show you the advantages of 


RECORDAK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming 


—and its uses in banking systems 
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handling transit the stream- 
lined Recordak way. Advan-: 
tages like these .. . 


With the RECORDAK 

TRANSIT SYSTEM. you re- 

duce the multiple descriptions 

ordinarily required to a single 

listing. You lessen the chance 

of error. You handle about six times as many 

checks per hour. You make a big savig in transit 

costs. You have the satisfaction of knowing you 

can always produce Recordak facsimiles of any 
check lost, stolen, or destroyed in transit. 


Bringing other departments up-to-date 


This instructive new book, “In Bank... After 
Bank ... After Bank,” will also show you the 
benefits of using Recordak in other departments 
besides Bookkeeping and Transit . . . Savings, 
Safe Deposit, Bond, Trust, Mortgage, etc. 
Write for it today—it is free. Recordak Corpora- 
tion, Subsidiary of Eastman Kodak Company, 
350 Madison Avenue, New York 17, N. Y. 


Recordak Corporation 
350 Madison Avenue, New York 17, N. Y. 


Please send me your new book— 
“In Bank . . . After Bank . . . After Bank” 


Name 


a ee See 





Correct Practice Methods 


Develop Good Marksmanship 


“Unless correct and constant practice is maintained, no man can 
hope to retain a good shooting record,” says the author. He gives 
here an easy routine for successful practice. 


By DUNCAN WALKER 


Chief of the Protection Department, 
Federal Reserve Bank of Chicago, Illinois 


E ALL have learned at one 

time in our lives that every 
skill demands constant practice and 
use if it is to be retained and devel- 
oped. Marksmanship is no exception 
to this fact. Every skilled marksman 
traces his success to long, constant, 
and repeated practice. He worked 
at becoming a good shot and he can 
tell you that there is no substitute 
for work. 


Practice in shooting, however, is 
of no benefit if it is not done prop- 
erly. To be effective, it must follow 
definite rules which will guide the 
beginner into desirable shooting 
habits and help the veteran retain 
the value of his experience. 

The first operation in every prac- 
tice session should be the wnloading 
of the revolver—or going through 
the motions of unloading the re- 
volver—even though you feel sure 
that there are no cartridges in the 
cylinder. This should be regarded 
as Rule 1 in proper practice routine 
—Make sure that the revolver is 
not loaded. 


The only way t» be sure is to open 
the cylinder and look through the 
compartment, pointing the barrel 
toward the floor. If ammunition is 
to be used in the practice, the car- 
tridges should be inserted after this 
inspection has taken place. 


It is not necessary in the primary 
practice to use actual ammunition. 
Although genuine shooting experi- 
ence is an essential part of the train- 
ing of every marksman, the expense 
involved in the use of ammunition 


Revolver practice 


POLICE DEPARTMENT 
FOE 


RAL RESERVE BANK OF CHICAGO 


Align the sights on the bottom edge of 
the bull's-eye. 


A Seven-Point Routine For 
Aiming Practice 


1. Make sure that the revolver 
is not loaded. 

2. Relax your muscles as you 
grasp the stock. 

3. Half face to the left, stand- 
ing erect. 

4. Place the feet 12 to 18 inches 
apart. 

5. Raise the revolver and cock 
it, arm fully extended, muscles 
relaxed; align the sights on the 
bottom edge of the bull’s-eye. 

6. Hold the breath while aim- 
ing. 

7. After 5 to 10 seconds of aim- 
ing, rest for a few minutes and 
then repeat the exercise. 


may 
work. 

Practice without ammunition is 
called dry snapping. It may be 
divided into three parts: aiming 
practice, slow-fire practice, or 
rapid-fire practice. 

Aside from the elimination of the 
expense of supplying ammunition, 
dry snapping has the advantage of 
eliminating the need for a special 
firing range—it can be conducted 
anywhere, Of course, a target should 
be chosen by the person practicing. 
The target may be anything from a 
spot on the wall or a homemade 
bull’s-eye to a manufactured target. 
As long as a definite point is se- 
lected, the type of target used in 
this practice is of little consequence. 

After the cylinder has been emp- 
tied and closed, the stock of the 
revolver should be grasped with 
relaxed muscles. The stock of a 
good gun fits into the hand so natu- 
rally that no one need fear that he 
will drop it. Remember at all times 
that tense muscles do not add in 
any way to the effectiveness of your 
aim and are actually a detriment in 
most cases. 


be avoided in most practice 


Correct Shooting Position 


A correct shooting position is 
essential to the accuracy of any 
marksman. The feet should be 
placed from 12 to 18 inches apart 
according to the position in which 
you feel most comfortable. You 
should half-face the left and stand 
perfectly erect. 

In assuming a shooting position, 
your chief objective is to avoid 
tenseness in any of the muscles. If 
your stance is not comfortable, some 
muscles will be tense and you will 


is an interesting diversion, especially when 


there is some competition 
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; 3 
Gul. Oe! 
OUR EMPLOYEES HAVE TRAINING 
IN THE USE OF FIRE ARMS 


HEREARE SOME OF LAST WEEKS SCORES 


Heo Shella. 


If the advance man of a bandit gang sees targets like these on your bulletin 
board, he will omit your bank from the schedule of his gang's operations. 


not be able to aim accurately. A dis- 
tance either longer or shorter than 
12 to 18 inches will, in most cases, 
be awkward and operate to spoil 
your aim. if it is shorter, you will 
not be properly relaxed and if it is 
longer, it is likely that your muscles 
will be working to keep you from 
falling down. 

The next step is to raise the re- 
volver and cock it with the arm 
fully extended and the muscles re- 
laxed. The sights should be aligned 
on the bottom edge of the bull’s-eye. 
That means that the top of the front 
sight must appear to your eye to be 
exactly in front of the groove in the 
back sight, and beyond that, must 
be at the bottom of the bull’s-eye. 

Hold your breath while aiming. 
The best way to do this is to take a 
breath a little longer than ordinary, 
let out just a little of the air, and 
then stop breathing until you have 
completed your aim. 


After five to ten seconds of aim- 
ing, rest for a few minutes and then 
repeat the exercise. 


One of the most important reas- 
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ons for this aiming practice is to 
adjust your muscles to the weight 
of the revolver. A .38 revolver, 
which is the common service size 
in banks, weighs enough to tire 
your muscles if you are not accus- 
tomed to holding it at arm’s length. 

Practice of this type is most val- 
uable if made a part of your daily 
routine. For example, you should 


do it before leaving your room in 
the morning and, if you happen to 
have a revolver range in the bank, 
it is a good idea to practice there 
when you are not on duty. 

In conducting this practice, follow 
the routine suggested here very 
carefully. For your convenience, the 
seven-point routine is listed con- 
cisely with this article. 


Slow-Fire Practice 


You will notice in the list of rules 
for slow-fire practice that the first 
five points are the same as for aim- 
ing practice. The first difference 
appears in No. 6. 

The point to remember here is 
that your success in hitting the 
bull’s-eye depends to a large extent 
upon a slow and even pressure upon 
the trigger. If your sight wavers 
while you are pressing the trigger, 
hold the trigger where it is but stop 
pressing until the sights are once 
more properly aligned. After this is 
done, you may continue a steady 
pull on the trigger until the hammer 
snaps. 

After the hammer falls, as is ex- 
plained in step No. 7, continue sight- 
ing for a second or two to see if your 
sights are deranged by the snap. 
Your sight alignment should be the 
same as before the hammer fell. 
This practice should enable you to 
discover how much out of line the 
revolver barrel is if you have not 
held it steadily on the bull’s-eye. 
You may then lower the revolver 
and rest. 

It might be well to make it clear 
here that the raising of the revolver 
over the head and bringing it down 
on the target with a flourish is a 
piece of dime-novel, drug-store 
cowboy, and moving picture fool- 
ishness. It is a poor practice to waste 
time when aiming since time may 
very likely be an important item 


Relax your muscles as you grasp the stock. 








Through Monroe’s exclusive “Proof-Pay,” the De Lay 
National Bank has changed from the Dual Run Plan to Single 
Run, still retaining all the safety of the Dual Run Plan. 


This one Monroe Machine was designed to do all three of the 

major bank accounting jobs—Commercial Posting, Deposit 
“ 2 . > " * = a = ‘ a r a. _ 7 

Proof, Savings Posting—with greater speed, ease and simplicity. 


For full details, call the nearest Monroe Branch. Ask for illustrated booklet, 


“Three Machines in One.” Monroe Calculating Machine Co., Inc., Orange, N. J. 











Monroe Adding-Listing 
Machine. Available with 
narrow or wide carriage, 
single register or grand to- 
tal. Direct plus and minus 
bars, “Velvet Touch” ac- 
tion, live operating keys. 


} a 
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Some distinctive 
advantages 


Monroe Minus Bar—makes possible 
instant correction in any register or 
position on the form. 

“Velvet Touch” Operation—speeds, 
simplifies and makes the work easier 
for the bookkeeper. 
Fast Insertion of Forms—a remark- 
ably simple carriage, engineered for 
easy, fast, exact insertion of forms. 
Gliding Carriage Tabulation — Re- 
duces noise and vibration to a mini- 
mum. 
Fully Visible Carriage—all posted 
amounts are visible at all times. 
Automatic Balances and Totals--all balances and all vertical totals are automatic. 
High Speed—Monroe Bookkeeping Machines cycle and print as fast as Monroe 
Adding Machines. 
Compact Size—through fine engineering and metallurgy unnecessary weight 
Menrse Calcuiittiing Maslitues have and size have been eliminated. 


been standard equipment in banks “Unitized” Operation—machine, desk, light, tray and chair positioned for 
for a generation. The same excel- maximum efficiency. 


lence of construction and depend- Programs Changed Instantly —in a few seconds you can program this machine 
ability that have won universal 


, for Commercial Posting, Proof Pay, Deposit Proof or Savings. 
acceptance are built into Monroe A Unique Adding Machine — instantly converted to an adding machine unique 
Listing and Monroe Bookkeeping 


. in that it produces automatic group and grand totals. 
machines. 
— - 








Do not lean forward when aiming. 


when you have occasion to use the 
revolver in action. 

In practice, as well as in actual 
shooting, every waste motion must 
be eliminated. The point is to bring 
the revolver into position by the 
shortest possible route, 

If your slow-fire practice is out 
of doors, it should be done at inter- 
vals of 15, 25, and 50 yards from the 
target. Ten yards is a good distance 
from the target if your practice is 
indoors. 





An Eight-Point Routine For 
Slow-Fire Practice 


1. Make sure that the revolver 
is not loaded. 


2. Relax your muscles as you 
grasp the stock. 


3. Half face to the left, stand- 
ing erect. 


4. Place the feet 12 to 18 inches 
apart. 


5. Raise the revolver and cock 
it, arm fully extended, muscles 
relaxed; align the sights on the 
bottom edge of the bull'’s-eye. 


6. Press the trigger steadily 
while the sights are properly 
aligned on the bottom edge of 
the bull’s-eye. 


7. After the hammer falls, con- 
tinue sighting for a second or two 
to see if your sight was deranged 
by the snap. 


8. Lower the revolver and rest, 
but be sure the hammer is down. 
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Rapid-Fire Practice 


It is not wise to try rapid-fire 
until slow-fire has been thoroughly 
learned, with special emphasis upon 
proper trigger action. In rapid-fire, 
the gun is cocked after the arm has 
been extended. However, if double 
action is used, no cocking is neces- 
sary. The trigger is pulled steadily 
until the hammer falls. 


The pulling of the trigger, how- 
ever, must be done in exactly the 
same way as was explained previ- 
ously. That is, the pull must be 
steady and even. As in slow-fire, you 
must not anticipate the moment of 
discharge. If you do, you will flinch 
and throw the point of the revolver 
out of line—consequently missing 
the mark. 


Ten seconds is the rapid-fire time 
limit. However, in beginning rapid- 
fire practice you may use 20 seconds 
as the limit for a score of five shots. 
Reduce the time gradually, first to 
15 seconds and then to 10 seconds. 


The routine for the first four 
items is the same as before but item 
No. 5 is: Raise the revolver, arm 
fully extended, muscles relaxed, 
cock with the thumb, and align the 
sights with the bottom edge of the 
bull’s-eye. 

The pressing of the trigger must 
be just as deliberate and even as for 
slow-fire. After you feel fairly pro- 
ficient in this type of practice, you 
may use the double action by pull- 
ing the trigger slowly to cock the 
hammer while you are aiming. 

The goal of this practice is, of 
course, to have the hammer fall at 
the instant the sights are in proper 
alignment. However, it is very bad 
practice procedure to pull the irig- 
ger quickly because this is sure to 
throw the barrel out of alignment. 
The barrel can be held steady only 
by a constant and even pressure. 


After these practice exercises 
without ammunition have _ been 
completed, the slow-fire and rapid- 
fire exercises should be’ gone 
through with ammunition, To avoid 
accident, the safety rules previously 
given should be carefully observed. 


After a certain degree of profici- 
ency has been attained, the records 
of the bank’s marksmen should be 
posted in the lobby together with 
displays of the targets used. This 
serves a twofold purpose: It devel- 
ops a competitive attitude among 
those equipped with firearms and 
stimulates them to greater effort 
and it acquaints the bank’s custom- 
ers with the fact that the personnel 
of the bank has and knows how to 








Place the feet 12 to 18 inches apart. 
Stand erect. Raise the revolver and 
cock it, arm fully extended, muscles 
relaxed. 


use guns for the protection of their 
valuables. By publicizing its de- 
fenses, the bank can discourage 
attack. 


We have used the monthly quiz at 
bank parties which are held from 
time to time for our employees.— 
Paul A. Warner, executive vice 
president, The Knox County Sav- 
ings Bank, Mount Vernon, Ohio. 





An Eight-Point Routine For 
Rapid-Fire Practice 


1. Make sure that the revolver 
is not loaded. 

2. Relax your muscles as you 
grasp the stock. 

3. Half face to the left, stand- 
ing erect. 

4. Place the feet 12 to 13 inches 
apart. 

5. Raise the revolver, arm 
fully extended, muscles relaxed; 
cock with the thumb; align the 
sights on the bottom edge of the 
bull’s-eye. 

6. Press the trigger steadily 
while the sights are properly 
aligned. 

7. Lower the revolver and rest. 

8. This same routine should be 
followed with the double-action 
method—that is, instead of cock- 
ing the revolver with the thumb, 


pull the trigger until the hammer 
falls. 
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to the Banking Profession 


on many jobs well done! 


a. there’s not a banker in America, dur- 
ing this Victory year, who has not felt a little like 
an old-time juggler. From “ration banking” through 
pay-roll deductions you have unfailingly kept scores 
of vital public services going at once. 

You have handled all these extras with depleted 
staffs and inexperienced workers. Hammermill has had 
the privilege of sharing the load—to a slight extent, 
at least—with many of you. Now, as this momentous 
year draws to its close, we offer sincere congratula- 
tions and friendly good wishes for the peace- 


time year that is coming. 
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Newest Designs in VAULT EQUIPMENT 
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NIGHT DEPOSiTORIES 
Cement firmly favorable relations 
with depositors who need after- 
hours banking facilities. 


CARDINEER 
Rotary Card Files 


Speed reference and posting for 
such records as signature, real 
estate and central file. 


TRA-DEX 
Vertical Visible Files 


Separate finding and control 
factors on 3-way visible margins 
for such machine posted records 
as trust, general ledger, note and 
discount. 


DIEB 


With the war over, the rehabili- 
tation of bank equipment and 
systems is a “must” with count- 
less institutions. Diebold is ready 
to serve you—with improved 
equipment designs and stream- 
lined record systems. 


Diebold .lso is ready with ad- 
vanced fire and burglary resistive 
doors and vaults—and other 
bank equipment which has made 
Diebold a famous name for over 
86 years. 


The Diebold post-war line em- 
bodies the “know-how” gained 
during these many years plus the 
wartime experience in producing 
armor plate for Uncle Sam. 


Consult the Diebold man now! 
He is qualified to give you sound 
advice—to recommend exactly 
the equipment which will best 
serve your needs. Contact our 
nearest branch office—or wire, 
phone or write us at Canton. 


INCORPORATED 
CANTON 2, OHIO 


obinee 1859 


DLD 


COUNTER CASHGARDS 


Discourage attempted holdups 
and preserve bulk sums agaiast 


FLEX-SITE 
Visible Binders 
Control with top or bottom visi- 
bility such active records as safe 


deposit, payroll and mortgage 
loan. 


SAFE-T-STAK 
Steel Storage Files 
Established themselves as the 
preferred files in pre-war years 
and are now 4vailable exclu- 

sively as a Diebold product. 


RECORD SYSTEMS FIRE & BURGLARY RESISTIVE SAFES & DOORS 
HOLLOW METAL DOORS BANK VAULT EQUIPMENT + MICROFILM 


December, 1945 





“The Public Does Not Like Service Charges 


And- 


It Is Doubtful That They 


Profit As We Think” 


The author is a member of the Federal Reserve Relations Committee 
of The Federal Reserve Bank of Philadelphia in which committee, 
this subject has been discussed. Bankers Monthly publishes this as 
one of three types of service charge thinking: 1. Complete Analysis 
ot every account; 2. Some Form of Simplified Schedule; 3. No 
Service Charges Of Any Kind. 


INCE the inception of account 

analysis for the purpose of serv- 
ice charges in nineteen hundred 
twenty-three I have been trying to 
convince myself of the fundamen- 
tal propriety of the idea. I have been 
more or less avidly reading the 
many theses, pro and con, on the 
subject for a long time. I have paid 
particular attention to the articles 
presented in the Bankers Monthly 
and have now become convinced of 
several things. 

The tone of the proponents of 
service charges is not that of a fun- 
damental sales presentation. It is the 
tone of self-defense. They are ar- 
ticles of defense against criticism 
of the policy. Any policy which must 
depend upon a continued defense 
for its perpetuation cannot be ele- 
mentally sound. 

Then, too, lack of agreement 
among the proponents on formulae 
is extremely evident. I believe this 
to be due to the fact that deep down 
in their hearts the proponents them- 
selves do not agree with their de- 
fense of penalizing the very source 
’ of their institutions’ existence. 

On the accepted ratio of ten to 
one of deposits with capital, it would 
appear that our depositors actually 
provide ten times our working capi- 
tal as compared to our owners, The 
only compensation to the depositor 
for supplying us with such operat- 


By RAYMOND S. 
STEVENSON 


President, The Farmers National Bank, 
Pennsburg, Pennsylvania 


Author's Note 


1 know that | will have a few readers 
who will agree with me and many more 
who will disagree, but to all, | wish to 
say that | do not intend my expressions 
to be a diatribe against my contempo- 
raries. | merely ask for logical thought 
on the fundamental aspect of service 
charges instead of a confusing rearrange- 
ment of personal prejudices in an attempt 
to fit the problem that confronts us. 

The public does not like service charges. 


ing capital is our payment of inter- 
est on savings accounts, presently 
at extremely low rates and the 
availability of his funds. The check- 
ing account depositor receives as 
consideration for the use of his 
funds the attendant benefits to him 
of paying his obligations by check 
and, of course, the immediate avail- 
ability to him of those funds. 

Such consideration would seem to 
be little enough for the provider of 
the largest proportion of working 
capital to expect, without being 
charged for each check handled a 
so-called maintenance charge, profit 
factor, etc. It would seem that such 
costs should be accepted by the 
banker as a natural part of opera- 
tional overhead and that it be his 


Add As Mueh 


responsibility to meet his overhead 
through a judicious management of 
his institution. 

Time and space would not permit 
a controversial article on all the 
defensive technicalities against the 
above statement. Administration, 
conversion, investment cost, reserve, 
earning credit, deposit charges, etc., 
as a per item cost are nothing but a 
conglomeration of recondite imag- 
inings resulting in a premise of 
superficial platitudes in the minds 
of our depositors. 

I have read defensive statements 
by bankers to the effect that their 
depositors are agreeable to a service 
charge. I fear those bankers are de- 
ceiving themselves. They fail to 
realize that not all people exhibit 
the same surface impulse in their 
reactions to a stimulus. The man- 
datory debiting of a service charge 
against a depositor’s account might 
cause one to clearly display his re- 
sentment while another might con- 
ceal his indignation with a smile. 
The latter one, however, experiences 
exactly the same elemental reaction 
as the former, The only difference 
is that the latter is probably more 
urbane. But therein lies a danger. 
Because his external aspect is more 
pleasing, it embodies a fundamental 
misconception unless knowledge of 
the inescapable law of polarity 
identifies the inevitable negation. 


The borrower is the one who should have been made to keep up the 
bank’s income through a stable interest rate. 
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“$21,000,000 OF AUTOMOBILE 


FINANCE BUSINESS IN 5 YEARS” | 


| 
Read what Frank G. Anger, re 4 bg 
Vice President of the Industrial ; | 
National Bank of Chicago 
has to say about the 


AUTO PLAN 


“In the five years just before the 


War, our volume of automobile fi- 


ci : Ils Your Bank Profiting 
nance business was approximately quan 
$21,000,000. The insurance premi- By Using This Plan? 


ums on this business, written by some 

2,200 different brokers and agents, The Bank and Agent Auto Plan is made to order 
for the banks, the insurance agents, and the public. 
It benefits all three. It helps a bank increase its use- 
“‘Neither the bank nor the insurance fulness to its own community and many of the new 
customers gained will be good prospects for other 
bank services as well. 

Working for and with the banks are tens of thou- 
or premiums. Their joint efforts were sands of insurance agents and brokers. They know 
that the success of the Bank and Agent Auto Plan 
means more business for them. And the public is 
fast appreciating the advantages of saving money 
Plan work.” on auto financing plus being assured of complete 

insurance protection and service. 

Close co-operation between the banks and insurance 
agents can make this Plan an overwhelming success — 
for both. The time for action is now. 


amounted to just under $1,000,000. 


men working alone could have gen- 


erated either this volume of financing 


responsible for changing the buying 
habits of the public and making the 


ETNA CASUALTY AND SURETY COMPANY 


Affiliated with Etna Life Insurance Company 
Automobile Insurance Company — Standard Fire Insufance Company 


HARTFORD ° CONNECTICUT 
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With due humility I should like to 
interpose the thought that a recog- 
nition of the principles of the phil- 
osophy of human behavior as the 
element of public relations in bank- 
ing would be more practical than 
esoteric. 

The origin of account analysis and 
service charges was not in the bank- 
ing fraternity. It originated with the 
public accountants in about nine- 
teen hundred twenty-three. In the 
early days of the accountants’ pro- 
motional efforts, much opposition 
was voiced by bank officers. Toward 
the end of the nineteen twenties 
banks’ net for undivided profits was 
suffering in increasing ratio due to 
charge-offs against loans and invest- 
ments. The number of banks adopt- 
ing service charges then rapidly in- 


I seriously question the 
amount of profits left in 
the service charge incre- 
ment to net income. 


ing upon an idea persistently sold 
to us over a twenty-year period? 

From personal experience and 
from observation, I am convinced 
that, if a bank be situated in a com- 
munity to which it can justify its 
existence and if it has a manage- 
ment which can justify the appela- 
tion of banker, no alleged service 
charges are necessary to maintain 
that bank. 

I seriously question the amount 


Doesn't it seem foolish to antagonize the public by 
charging it for something it is entitled to anyway; then 
spend money to try to recover good will; and finally 
give to the government over half of what we may 
have gone in the red to get? 


creased. When the foible of sound 
net earnings from high coupon rate 
bonds reached its climax in the early 
thirties, a general adoption of the 
service charge resulted with its at- 
tendant barrage of defense articula- 
tions. 

Does it not seem logical to assume 
that certain bankers simply thought 
they had found a sinecure against 
their own mistakes of judgment and 
the force of circumstance? Have we 
not become mentally torpid by rely- 


of profits left in the service charge 
increment to net income. 

I should like to know the result 
of an accountant’s intricate cost 
analysis of the extraction of the 
service charge increment on either 
a monthly or an annual basis. 

I should want a proportionate 
cost of heat, light, rent, deprecia- 
tion, time and payroll, both clerical 
and administrative, charged to 
every part of the process; the cost 
of the teller timing the “on other” 


checks on the deposit tickets; the 
extraction of cash fees at the win- 
dow on cash handled; the individual 
ledger keeper’s time for each cumu- 
lative posting and computation of 
time on items for float; the final 
monthly computation; the counting 
of items “on us” and the items “on 
others”; counting the deposit tickets, 
making out the debit slips; the post- 
ing of them and the general ledger 
keeper’s time for making any post- 
ings required. In short I should like 
to see every minute operation 
charged as painstakingly as has been 
done in arriving at the per-item cost 
and maintenance cost allegedly im- 
posed upon us by our depositors in 
doing business with us. 

I believe the result, in most cases, 
is that the average bank is actually 
paying for the privilege of antagon- 
izing its depositors. 

To this might practically be added 
the cost of advertising incurred for 
the purpose of building good will 
through a public relations effort. 

Consideration should also be given 
to the fact that your bank is prob- 
ably in the 53% tax bracket. If you 
do have a small “profit” left, after 
analyzing your cost of extraction, 
you give over half of it to the gov- 
ernment anyway. Does the ques- 
tionable gain balance the inherent 
distaste of the people who keep us 
in business? 

Doesn’t it seem foolish to antag- 
onize the public by charging it for 
something it is entitled to anyway; 
then spend money to try to recover 
good will; and finally give to the 
government over half of what we 
may have gone in the red to get? 

Years ago, before the establish- 
ment of a bank in this country, cer- 
tain individuals of note in their 


How Bankers Monthly Has Treated The Three Types 
Of Service Charge Thinking 


For Analysis Of All Accounts 


Depositors Deserve Earnings Credit— 
February 1944, page 61. 

Let’s Be Fair To Customers In Comput- 
ing Service Charges—February 1944, 
page 59. . 

How Records Are Kept For A Multiple- 
Item Service Charge—March 1945, 
page 106. 

"I Don't Agree With C. L. Hufsmith”— 
June 1945, page 258. 


For A Simplified Schedule 


Customers Can Compute Their Own 
Service Charges—April 1943, page 
162. 

Complicated Schedules Increase Analy- 
sis Costs—September 1943, page 394. 


Ai Service Charge Schedule Employees 
Couldn’t Explain— December 1943, 
page 540. 

We Eliminated The Service Charge 
Credit—February 1944, page 60. 

Schedule Simplified But — Service 
Charges Increased 400% — March 
1944, page 113. 

A Trend Toward Simplicity In Bank 
Service Charge Schedules — May 
1944, page 212. 

75% Of Analysis Work Saved With 
Adequate Return From Charges — 
June 1944, page 254. 

We Simplified Charges And Saved Com- 
puting Time—August 1944, page 360. 

One Idea Earned Over $1,000 When 
This Bank Put It To Use—November 
1944, page 493. 


One-Item Service Charge Installed — 
Depositors Increased 35.7% —Decem- 
ber 1944, page 548. 

More Banks Simplify Charges—March 
1945, page 109. 

Three Cents Per Item—By Simplified 
Schedules—By Long Form Analysis 
—April 1945, page 153. 

Corporation Executives Say—We Ex- 
pect To Pay For Service But—We 
Don't Expect Interest On Deposits— 
June 1945, page 249. 


For No Service Charge 
The Public Does Not Like Service 
Charges 
And 
It Is Doubtful That They Add As Much 
Profit As We Think—This Article. 
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communities accepted for safe keep- 
ing the funds of people in their 
community and charged a fee for 
that service. I wonder if the present 
method of service charges, modern- 
ized under the guise of cost analysis, 
is not fundamentally a retrogression 
to the ancient method of function- 
ing as a safe depository instead of 
operating as an integral part of a 
complicated modern economy verg- 
ing upon the intricacies of a profes- 
sion. 

With a preponderance of invest- 
ments in direct and guaranteed gov- 
ernment securities and a low point 
in loans embodying a minimum of 
risk, banks are today enjoying the 
soundest earnings result probably 
in their history. 

Operational earnings are good 
and net for undivided profits is be- 
ing augmented by recoveries instead 
of being depleted by charge-offs 
against loans and investments. With 
our assets incomparably liquid and 
now entering a period of apparent 
prosperity, which will probably be 
unexcelled in the history of the 
United States, justification for the 
“service charge” against our deposi- 
tors seems extremely remote. 

Low money rates have unfortun- 
ately created the psychological 
frame of mind among bankers dur- 
ing the last ten years that they must 
reduce their lending rate to bor- 
rowers. When a borrower favors us 
by obtaining a loan he, of course, 
benefits us by increasing our in- 
come. He, however, is receiving a 
greater benefit from our institution 
than is our non-borrowing deposi- 
tor. 

Most loans are financially benefi- 
cial to the recipient. At least, they 
should be if properly granted. 
Hence, the interest we receive is, in 
most cases, only part of the bor- 
rower’s gain from his use of the 
funds. Therefore, again based upon 
the natural laws of compensation, 
the borrower is the one who should 
have been made to keep up the 
bank’s income through a stable in- 
terest rate. Instead, that which is 
tantamount to a price war has been 
engendered among banks in a self 
created competition for loans. 

I was startled when recently I 
read an article by a western bank 
president extolling his institution’s 
newly adopted policy of INCREAS- 
ING their service charges and DE- 
CREASING their overall lending 
rate to four percent. 

Certain banks which believe they 
must rely upon the questionable 
source of service charges for their 
existence would find their perpetua- 
tion much more secure from an in- 
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Financing 
International Trade 


| of overseas trade stresses the import- 
ance of having an influential banking connection 
offering a world wide financial service. 


Through a network of banking contacts in foreign 
countries, and this bank’s specially trained foreign 
banking department, we provide facilities of out- 
standing advantage to correspondent vanks. 


Your bank is cordially invited to make use of the 
good will developed through our eighty years of 
international business and banking experience with 
countries in this hemisphere and overseas. 


FOREIGN BANKING DEPARTMENT 


The First National Bank 
of Chicago 


MEMBER FEDERAL 


creased income provided by a 
greater stabilization of interest 
rates. In many cases, a little initia- 
tive on the part of the officers and 
directors of those institutions could 
be profitably exerted toward the 
solicitation and creation of loans. 
If we do not voluntarily eliminate 
the Frankenstein of service charges 
I fear that the not-too-distant 
future will see it done for us by 
legislation, either against service 
charges directly or through limita- 
tion against a gross income medium. 
Such latter possibility could con- 
ceivably amount annually to a 


DEPOSIT INSURANCE 


CORPORATION 


greater sum than is now abstracted 
as service charges. 

I know that I will have a few 
readers who will agree with me and 
many more who will disagree, but 
to all I wish to say that I do not 
intend my expressions to be a 
diatribe against my contemporaries. 
I merely ask for logical thought on 
the fundamental aspect of the pre- 
mise instead of a confusing rear- 
rangement of personal prejudices in 
an attempt to fit the problem that 
confronts us. 

The public does not like service 
charges. 
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Four Benefits of a Saw-Toothed 
Arrangement of Cages 


N ACTUAL measurement shows’ our narrow lobby to its fullest ex- By D. H. BAILEY 
that we did not save any space___ tent. Our banking room is very long crendly Mhneeibinn: Qaleteaine: Stathaied tanh 
by the saw-tooth arrangement of and narrow and with a straight Baltimore, Maryland : 
our tellers’ counters as they are counter the lines forming at the 
placed farther apart than necessary. various tellers would become inter- 
However, our object in having the mingled and thereby cause confu- 
saw-toothed arrangement was not sion. . The Four Benefits 
to save counter space but to utilize We have six tellers’ counters, the 





1. Each teller has more work 
space. 

2. The depositor has more 
privacy in his money transac- 
tions. 

3. There is more work space 
behind the cages. 

4. It makes a narrow room 
appear wider. 





first one faces the front lobby, the 
next four are saw-toothed and the 
last one faces the wall. Since we 
have used the new arrangement, we 
have discovered that it has other 
advantages over the usual system. 
It gives each teller a distinctly 


MODERNIZE YOUR BANK 


With a KALCK SLIDE and FILM PROJECTOR 


Has countless advantages which are appli- 
cable to Bank advertising. Its usefulness is 
limited only by the imagination of the User. 
It is entirely automatic, being motorized by 
Telechron projecting the CORRECT TIME to- 
gether with 12 clock-dial slides, changing 
every 12 seconds throughout day and night. 

Can be manually controlled. 

Pictorial slides portraying photographi- 
cally beautiful Homes of tomorrow in color 
together with not only exclusive messages 
pertaining to Bank advertising, but also for 
announcing messages for the Community, 
Red Cross, etc. 

The Kalck Projector is weatherproof, 
making it practical for out-door and indoor 
purposes. 

It can be projected upward to 25 ft. in 
diameter at a distance of 125 feet. 8-16-35 Millimeter film can be used in our Projectors. 

Many Banks have additional slide carriers to enable them to show 12 different messages each day throughout 
the week which enhances the value of the Projector as an advertising medium. It takes but a few minutes to change 
a slide carrier. 


If interested we would be pleased to arrange to forward a Projector subject to a tryout, together with a listing 
of over 500 Bank slogans to aid in the selecting of slides. 


For further information kindly address 
FRED R. KALCK CO. P. O. Box 9344, Phila. 39, Pa. 
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individual counter and more work- 
ing space. 

It gives the depositor more 
privacy and we have had many 
favorable comments upon this point. 


Contrary to our expectations, we 
seem to have more working space 
behind the counters. 


We use our first counter for the 
handling of War Bonds, payment of 
public utility bills, and the sale of 
register checks. Our last counter is 
used by our loan clerk. 


Our depositors gravitate to the 
shortest line. If the first teller has 
two persons waiting and the second 
has one, then the person just coming 
in will, without exception, go to the 
second window and so on down the 
line. We have trained our customers 
who deposit the largest amount of 
currency to use the last teller who 
also gives out any large amount of 
coin. 

Our banking room is 120 feet 
long and 21 feet wide, but the coun- 
ter arrangement is deceptive in that 
it gives breadth to the room, It is 
very attractive and has been given 
approval by all bank men who have 
seen it. 


Protest A Waste Of 
Time And Effort 


I feel that protest is all a waste of 
time and effort and it will please 
me when we can discontinue the 
practice. It is one charge that I have 
never been able to explain satis- 
factorily to a customer. It would be 
perfect to leave the instructions up 
to the customer whether to protest 
or not.—J. Ford White, cashier, 
The First National Bank of Salida, 
Salida, Colo. 


Utah Law Allows 
Delayed Returns 


This bank has not, as yet, installed 
delayed posting on the operation of 
our individual ledgers. We have 
been using the delayed return of 
unpaid items of the clearing house 
for some time, and, due to the large 
increase in volume of items going 
through our bank, have found it 
very convenient to use the addi- 
tional time to complete our posting 
before the items are returned. 

The Utah Legislature, this year, 
passed a bill which also legalizes the 
delayed return by one additional 
day of items received for deposit 
through our windows. There is, 
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however, one class of business which 
does not seem to be covered by the 
law recently passed. That is in con- 
nection with items received in cash 
letters from the Federal Reserve 
Bank. The Federal Reserve Bank’s 
position is that their cash letters to 
us are not deposits in any sense of 
the word, and, therefore, those items 
are not subject to delayed posting. 

For that reason, we have not felt 
justified up to the present time, in 
operating a complete delayed post- 
ing plan, as we feel in order to be 
safe, it would be necessary to sight 
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post all items received in Federal 
Reserve’s cash letter. 

We understand that the other 
bank in this city is now operating 
on a delayed posting plan but have 
agreed to assume any risk that 
might arise in the delayed return of 
items to the Federal Reserve Bank. 
If that one item could be satisfac- 
torily worked out, it is my belief 
that a considerable savings could 
be made by operating on the delayed 
posting plan——Harmon B. Barton, 
vice president, Commercial Security 
Bank, Ogden, Utah. 
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THE PROPHECY 
In peace as in war, Los An- 
geles and Southern Califor- 
nia will continue their tre- 
mendous industrial and 
trade development. 


reeset 
pueelion 


OCATED on one of the world’s major 
trade routes by sea, land, and air, the 

city of Los Angeles and surrounding area 
was foreordained to grow from a series of 
small villages into the nation’s third largest 


metropolitan center. 


Established in 1890, Citizens National Bank 
has played a significant part in the growth 
and development of this area. 


Our 55 years of experience and our knowl- 
edge of local conditions are at the service 
of all banks and their clients. 


MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 


FIFTH AND SPRING STREE 
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Wisconsin Bankers Association 
Urges Par Clearance 


The Bank Management Committee of the Wisconsin Bankers 
Association has issued the following recommendation to all 
of the banks in Wisconsin urging that charges for exchange 
be replaced by increased service charges to local customers. 


ers. Proponents of non-par are faced 
with these handicaps: 
1. The National Association of 
Credit Men, favorable to bank 


NIVERSAL par clearance is 
U rapidly becoming a fact, either 
by legislative enactment or volun- 
tary action on the part of the bank- 
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The wise farmer of today isn’t stand- 
ing idly by waiting for what the 
future may bring . . . He knows 
that prosperity for himself and his 
family will come only with sound, 
careful planning and good manage- 
ment of his farm. 

His plan of good management in- 
cludes the use of modern power 
machinery, such as Minneapolis- 
Moline Tractors and farm machines, 
to help him keep his soil in good 
condition and harvest bigger crops 
at less cost on time. MM machines 
enable him to-increase the capacity 
of his land with new, improved 
methods and to produce new crops 
with greater profits. 

Local bankers, cooperating with 
the MM Machinery Dealer in their 
community, can do much to make 
new, modern machinery available 
to the farmers in their area, thereby 
benefiting the community as a whole. 


MINNEAPOLIS- MOLINE 


POWER IMPLEMENT COMPANY 


MINNEAPO 


service charges but definitely op- 
posed to exchange charges, has 
served notice that it plans an ag- 
gressive campaign to make par 
clearance nationwide, and, to that 
end, intends to continue the intro- 
duction of par bills in all non-par 
states; 


2. The Federal Reserve, in a re- 
cent ruling, prohibits its members 
from absorbing “Exchange” in ex- 
cess of $2 per customer per month; 


3. On the first of September, 1945, 
there were only 2,170 banks in the 
United States on the non-par list, 
compared with 11,827 on the par 
list. In our neighboring state of 
Michigan, there is only one-non- 
par bank. In Illinois, there are 
only two non-par banks. 


Your committee, after careful 
study of the par clearance question 
from all angles and with an open 
mind on the subject, unanimously 
favors and recommends statewide 
par clearance by voluntary action 
on the part of the non-par banks. 

The committee is not disposed to 
promote any plan tending to curtail 
legitimate bank earnings or to 
otherwise interfere with the normal 
operation of any bank; likewise, it 
is not particularly concerned with 
a desire to coerce non-par banks to 
adopt par clearance merely to attain 
uniformity, even though u.iformity 
is, after all, very desirable. 


What is most important is that, if 
present non-par banks are going to 
assume an attitude of indifference 
or refuse to adopt par clearance 
voluntarily, we are going to be faced 
with the introduction, and perhaps 
passage, of restrictive legislation, of 
undeniably unfavorable publicity, 
reflecting on all banks, whether the 
bill passes or fails of passage, and 
which could, and likely would, lead 
to the introduction of other forms 
of undesirable legislation—for in- 
stance, a bill to outlaw service 
charges, a bill to reduce maximum 
interest rates, or simply attaching 
a rider to a par clearance bill pro- 


BANKERS MONTHLY 














\e 


as 


T = 
> 


ar 
at 


=~ 
ar 








viding for outlawing service 
charges, the passage of which would 
mean the end of both exchange and 
service charges. Any of these things 
can happen very easily if there is 
an incentive. 

Restrictive legislation of any kind 
is usually very undesirable, because 
it so often carries the restriction 
beyond the original intent. A simple 
amendment can make a good bill 
bad and a bad bill worse. When a 
controversial bill appears in the 
legislature, both proponents and op- 
ponents use every conceivable argu- 
ment for and against it. Statements, 
true or false, are made, intentionally 
or unintentionally, to discredit the 
opposition, and the attendant pub- 
licity has the effect, in the case of a 
banking bill, of reflecting discredit 
on all bankers and the banking busi- 
ness. 

Par clearance legislation intro- 
duced during the 1945 session was 
in the nature of a trial balloon. The 
sponsors were evidently most in- 
terested in merely noting the reac- 
tion of the legislature, and, in so 
doing, they derived the satisfaction 
of listening to some arguments along 
the lines heretofore mentioned. 

Non-par banks with inadequate 
service charge schedules are justi- 
fied in increasing such charges to a 
point where they are fair and rea- 
sonable. Hence, it would seem that 
par clearance is reasonably easy of 
accomplishment by fair adjustment 
of service charge schedules. 

Our association cannot hope to 
move forward on an enlightened 
basis of bank operations unless we 
have the full support of every in- 
dividual bank in correcting out- 
moded practices to make way for 
measures which reflect currently 
acceptable bank practices. 

The reactions of all non-par 
banks in Wisconsin are earnestly 
solicited. 


More From Service Charges 
Than From Exchange 


I was glad to see that first article 
in the May issue of Bankers Monthly 
—it proves that the continuous drop 
of water really does dig into the 
stone. As I said before, you are the 
only chap with the courage to dis- 
cuss these controversial subjects— 
yours has been the only magazine to 
print the pro and con upor ‘e sub- 
ject of par and non-par. /pia I am 
glad to see that you are ¢ ‘tting re- 
sults as indicated by the -article. 

In this connection I s1owed one 
of the bankers in a little town near 
here that he could get more net in- 
come by employing the same service 
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Warehouse Receipt Loans 
THROUGH 


FIELD WAREHOUSING 





Where working capital is tied up 
in inventory . . . where assets lie 
dormant in, for instance, season- 
al industries, there is opportu- 
nity for larger loans than you can 
make on an open-line credit basis. 

Our Field Warehouse Service 
enables you to make Warehouse 
Receipt Loans by establishing a 
public warehouse right on your 


customer’s own premises. Our 
experience, responsibility, and 
long record of valid bailment can 
extend your lending field safely 
and profitably. 

An operating executive will be 
glad to call and explain the ad- 
vantages of our Field Warehouse 
Service. Send for booklet “W are- 
house Receipts as Collateral.” 


New York Terminal 


Warehouse Company 
25 South William Street, New York 4, N.Y. 


219 Broad Ave., Albany, Ga. + Healey Building, Atlanta 3, Ga. - 35 Congress St., Boston 9, Mass. « Liberty Life 
Bidg., Charlotte 2,N. C. + 120 So. LaSalle St., Chicago 3, Ill. - National Bank Bidg., Detroit, Mich. + 809 Electric 
Bidg., Indianapolis 4, Ind. - First National Bank Bldg., Memphis 3, Tenn. « 16 South Broad St., Philadelphia 2, Pa, 


Keystone Bidg., Pittsburgh 22, Pa. - 


8th and Locust Sts., St. Paul 1, Minn. + Hills Bldg., Syracuse 2, N.Y. 








charge scheme as the other bankers 
than he was getting by charging 
exchange on his own checks. He 
recently went on the par list.—C. L. 
Hufsmith, president, The First Na- 
tional Bank, Palestine, Texas. 


Types Of Letters Which 
Need Not Be Filed 


These types are destroyed after 
30 days by the Merchants National 
Bank of Mobile: 

1. Those acknowledging deposits. 

2. Those expressing apprecia- 
tion. 


3. Those forwarding closed-out 
statements. 

4. Credit inquiries containing no 
information. 

5. Letters of sympathy. 

6. Authorization of the transfer 
of money and the shipment of cur- 
rency. 

7. Other letters containing no in- 
formation of value. 

In the First National Bank of 
Kansas City, Missouri, the follow- 
ing types are not filed: 

1. “Thank you” letters. 

2. Letters asking the bank for 
ordinary information. 
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N STAYING 
INVESTED 


In Deceraber of 1941, before war changed 
everything, we were 100% invested. Deposits 
and Loans and Discounts totaled about the 
same, and had for years. 


This meant no lack of liquidity, because 
of the nature of the loans and discounts, 
most of which were repayable in monthly 
installments and bringing in a_ steady 
stream of cash. But it did mean a profitable 
situation, and a very useful one to the 
community. 


“Consumer credit’ will take up where it 
left off in 1941, and the banks who under- 
stand it will have a good opportunity to 
stay invested. Our experience is available 


Resources Over 
$50,000,000 


to our correspondents. 














Answers to Bankers 
Monthly Quiz No. 31 


d, An instrument is not nego- 

tiable unless it is an uncondi- 
tional order or promise to pay a 
certain sum. The notation on the 
check made it conditional and so it 
is not a negotiable instrument. 


b. The profits belong to the 

stockholders. It is the function 
of the Board of Directors, however, 
to decide when and how these prof- 
its shall be paid. 
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b. All Recordak films are de- 
veloped by the Recordak Cor- 
poration. 


b. A borrower without a credit 

rating would have to put up 
collateral for a bank loan. There- 
fore, a field warehouse loan would 
be the only kind of loan mentioned 
in the question which would be 
applicable. It is possible to make a 
field warehouse loan with grape 
juice as the collateral. It would be 
stored in the owner’s own ware- 
house and would be under the cus- 
tody of the field warehouse com- 


pany, which would be financially 
responsible for it. 


Gy 6. Christmas is the only bank 
holiday occurring on the 25th 
of the month. At least, in most years. 


a. The Mexican monetary sys- 

tem is still under the influence 
of the early Spanish domination 
and the money is still called by the 
Spanish name. The peso is the 
monetary unit. 


a. Duluth, Minnesota, is in the 

9th Federal Reserve District 
with the Federal Reserve Bank at 
Minneapolis. 


b. It is legal to indorse a check 

on its face, but uncommon. If an 
indorsement is improper in any im- 
portant way, the check should be 
returned for proper indorsing. 


c. Directors are elected each 

year. However, it often hap- 
pens that the same directors are 
elected year after year. 


b and c. The picture of Grant 

appears on $50 bills and the 
picture of Madison appears on 
$5,000 bills. You may excuse your- 
self if you did not know that Madi- 
son’s picture is on a piece of cur- 
rency because $5,000 bills are not 
very common. 


say «6b. There are 50 dimes in a roll. 
Seven rolls would, therefore, 
contain 350 dimes. 


ip] ©. The coins used would be a 
silver dollar, a 50-cent piece, 
a 25-cent piece, and a nickel. 


c. The prefix 3 is used for all 

banks in Philadelphia. Phila- 
delphia is the location for the Fed- 
eral Reserve Bank for the 3rd 
Federal Reserve District. 


b and c. Coin is not a cash item 

because it is cash. A real estate 
mortgage is not a cash item because 
it is never converted into cash. It is 
merely security for a loan. If there 
were a conversion resulting from a 
real estate mortgage it would be a 
conversion of the ownership of the 
real estate, 


a and ec. It is true, of course, 
that some foreign people trans- 
acting business at city banks and 
speaking our language may transact 
their business at the windows of the 
regular~ tellers, but those foreign 
custom?Us who speak only their 
own lantiuage, transact their busi- 
ness witlé the foreign teller. The 
foreign teller also issues foreign 
drafts and letters of credit. 


a. It should be clear that this 
question is based upon the fact 
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that the bank owns its building and 
rents upper floors. 


c. Evidence shows that more 

and more banks are making a 
charge principally for checks 
charged against their customers’ 
accounts. 


if] 4c. All rules for operating safe 

deposit boxes are based upon 
the fact that the safe deposit box 
and its contents are strictly the 
private property of the renter and 
in order to avoid any misunder- 
standings or losses, bank employees 
must avoid handling either the box, 
its contents, or the customers’ keys. 


c. The Commodity Credit Cor- 

poration has been operated by 
the government since its organiza- 
tion. Federal Reserve Banks are not 
governmental agencies. They are 
owned by member banks. The Asso- 
ciation of Reserve City Bankers is 
a voluntary association of officers 
of banks located in reserve cities. 
The Robert Morris Associates is the 
name of the organization made up 
of bank credit officers. 


a. A receipt is never a negoti- 
able instrument. 


Should Printers Be Licensed 
For Check Printing 


The unauthorized printing of 
bank checks is a subject of consid- 
erable importance to banks. It 
would be of great assistance, no 
doubt, if the printing trade should 
refrain from preparing checks ex- 
cept when duly authorized by 
banks. 

On the other hand, it would 
doubtless be very difficult to carry 
out a successful program along these 
lines as a criminal could probably 
find some obscure or careless printer 
to do the necessary work, At the 
same time, an employee could easily 
print additional checks unless there 
was some strict safeguard. 

Possibly printers could be licensed 
to prepare bank checks or at least 
have a selected list. The require- 
ment would be perhaps that a spe- 
cial kind of paper be used which is 
safeguarded in every possible way. 
—Paul B. Brown, cashier, The Mer- 
chants National Bank of Man- 
chester, Manchester, N. H. 


Fewer Bookkeeping Errors 


The banks in this community 
have been operating for some time 
under the delayed posting plan, the 
Bellingham Clearing House Associa- 
tion having adopted a rule which 
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Federal Intermediate Credit Bank 
Consolidated Debentures Offer... 
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gives the banks the privilege of 
returning items the following day. 

As far as this bank is concerned, 
we have found this procedure quite 
advantageous. While we have not 
employed fewer bookkeepers, we 
have been able to take care of a 
greater volume of business with the 
same number of bookkeepers, and 
we have done this with considerable 
less errors and greater efficiency 
since delayed posting was adopted. 

We have experienced no difficulty 
whatever, in connection with the 
delay in returning items, and we 
think the delayed posting plan is a 
decided improvement on the old 


Desirable 
Short Maturities 


sie AFFORD a popular medium through 

which institutional funds, earmarked for tem- 
porary employment, may be invested securely 
at favorable term rates. These obligations of the 
twelve issuing banks are made available regu- 
larly for subscription in denominations ranging 
from $5,000 to $100,000, due at convenient 
intervals up to one year. Debentures which 
mature within six months are acceptable as 
collateral security for fifteen-day borrowings by 


member banks of the Federal Reserve System. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


Requests for other salient information respecting the above 
described issues should be addressed to 


CHARLES R. DUNN, Fiscal Agent 


New York 5, N. Y. 


system.—H. C. Heal, vice president, 
Seattle-First National Bank, Bell- 
ingham, Wash. 


We use prizes to stimulate inter- 
est in the quizzes. Up until two 
months ago, we had regular sessions, 
but since then, our employee turn- 
over has been terrific and we have 
had to discontinue temporarily. 
When we resume the quizzes, we 
will probably have to change our 
methods of awarding prizes so the 
neophytes will have a chance.—R. 
N. Baltzer, vice president, Coahoma 
County Bank and Trust Co., Clarks- 
dale, Mississippi. 
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Like 
an office 
without a desk 


The Rand M*Nally Bankers 
Directory (the Blue Book) has been 
the standard financial Reference 
Book among banks, investment 
firms and commercial organizations 
for 73 years. So essential to efficient 
bank operation is the information con- 
tained in the Directory that it is as hard 
to imagine a bank functioning without the 
Blue Book as to imagine an ofhce without a desk. 
Probably most referred to of the Directory’s many 
indispensable features is the listing of the latest dated statements of all 
banks in the United States by states, broken down into 1] items for quick, 
accurate checking and comparison. Many of the other sections are 
equally valuable, includ- 


ing the information on: 
Make sure not only that you have enough , 


copies of the Directory to meet your bank’s needs Federal Reserve Banks 

but also that all the Directory’s valuable features ae i ie 
rho ie Government Banking 

are known and used by your staff. 


Agencies 
Not only banks mm. but also State and National Bank 


Associations 
Security Dealers elie d : 
= Bank Examiners 
Attorneys smill Stock Exchange Members 


Banking Laws 
Manufacturers 


‘Transit Numbers 
W gre ont ke Canadian Banks, Foreign 
obbers 4 " 
J wv Banks, and Bankers 
Commercial Firms me Bank Directors 
depend on the Rand M€Nally Bankers Directory Discontinued Banks 
to answer all their questions on banking. : : , 
| . Nearest Banking Points 
for Non-Bank ‘Towns 


Rand M¢Nally BANKERS DIRECTORY 


536 South Clark Street 
CHICAGO 5 
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How To Find Out 
What's Wrong! 


“Mr. Bentley, the adding machine 
won’t run.” “Oh, Mr. Bentley, I can’t 
see in the cellar, there’s something 

wrong with the 
lights.” “Oh, Mr. 
Bentley, the ceil- 
ing lights won’t 
go on. It must be 
that a fuse has 
blown out.” 

All of these 
emergencies can 
be quickly check- 
ed by use of the 
simple little elec- 
trical test light 

known as NE-O-LITE, manufac- 
tured by General Cement Manufac- 
turing Co., 919 Taylor Avenue, 
Rockford, Illinois. 

It tests by a glow and may be 
used on either alternating or direct 
current circuits and on voltages of 
90 to 550. It fits into your pocket and 
costs only fifty cents. It locates 
blown fuses, tests cords and appli- 


Check What You Need And Mail This Form 


. Accounting Forms 
. Accounting Machines 
. Addressing Machines 
. Architects and Builders 
. Bandit Resisting Enclosures 
and Alarm Systems 
. Bank Building Fixtures 
7. Bank Directories 
8. Banking by Mail Envelopes 
9. Binders, Check, Bookkeeping, 
Ledger 
10. Bronze and Brass Signs 
11. Calculating Machines 
12. Calculating Machine Desks 
13. Chairs, Posture, Office 
14. Changeable Signs 
15. Checks 
16. Check Book Covers 
. Check Cancelling Perforators 
. Check Files 
. Check Protectors 
. Check Signers 
. Check Sorters 
22. Check Sorting Trays 
. Christmas Savings 
. Coin Bags and Boxes 
. Coin Changers 
. Coin Counting and Packaging 
Machines 
. Coin Envelopes 


THE BANKERS SECRETARY 


. Coin Sorting and Counting 


Machines 


. Coin and Currency Trays 

. Coin Wrappers 

. Coupon Books 

. Currency Straps, Envelopes 
. Dating Machines and Stamps 6: 
. Deposit Ticket Files 

. Desk Pen Sets 

. Duplicators 

. Electric Signs 

. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 
. Filing Cabinets 

. Filing Systems 

. Forms, One-Time Carbon 

. Forms, Continuous 

. Glass Signs 

. Honor Roll Placques 

. Inter-Office Communicating 


Systems 


. Interest Calculators 


mps 
. Lighting Systems, Fluorescent 


. Maps 

. Metered Mail Systems 

. Money Orders 

. Name Plates and Desk Signs 
. Night Depositories 

. Night Depository Bags 

. Pass Books 


Rand McNally and Co., 536 So. Clark St., Chicago 5, tll. 


Please have buying information sent us on the items checked above. 


December, 1945 


57. 


Pay Roll Checks, Envelopes 


58. Personalized Checks 


59. 
60. Personal Loan Collection 
61. 


Personal Loan Advertising 


Envelopes 
Personal Loan Systems 


; a Bank Systems 
. Proof 


achines 


. Rubber Stamps 

. Safes, Fire and Burgiar-Pruof 
. Safe Deposit Boxes 

. Safe Deposit Records 

. Safety Paper Suppliers 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 

- Seals, Coin Bag 

. Seals, Corporation, Notary, etc. 
. Stamp Affixers 

. Storage Files 

. Time and Delayed Time Locks 
. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 

. Vaults 

. Vault Equipment 

. Visible Records 

. War Bond Safekeeping 


Systems 


. Window and Lobby Displays 


ances, tests motors and radios, and 
has many other uses wherever elec- 
tricity is installed. Complete illus- 
trated instructions are furnished 
with each unit. 


Addressograph-Multigraph 
Announces New 
Multigraph Model 50 


The new Multigraph Model 50, 
(see illustration), is now ready for 
nationwide distribution, it is an- 
nounced by The Addressograph- 
Multigraph Corporation of Cleve- 
land. 


Easy to operate, the new machine 
requires only two levers to control 
all mechanical operations necessary 
to convert blank paper into finished 
records. It occupies a floor space of 
20 inches by 34 inches. 

It facilitates the production of all 
business forms and written infor- 
mation from blank paper simul- 
taneously. It eliminates the neces- 
sity for stocks of printed forms. It 
eliminates entirely the use of car- 
bon paper. Every copy is an original 
and therefore clear, clean, and ac- 
curate. 

Do you allow the same lock to 
remain on a renter’s box, after he 
has revoked his deputy? 
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—SPECIALISTS IN— 









United States Government 
Securities 



















Federal Land Bank and Other Agency Issues 
Territorial Bonds * 






Municipal Bonds 




























C. J. DEVINE & CO. 


48 Wall Street, New York 5, N. Y. 


Philadelphia + Pittsburgh * 
Cincinnati * St.Lovis * San Francisco 







Chicago Boston °¢ Cleveland 












Direct Wires to all Offices 
























CLAROTYPE 


CLEANS TYPE INSTANTLY 









Gomme es 
Restrictions on 


| BRONZE PLAQUES 


& ne | . 
“Bronze Tablet Head- 


can supply Honor Roll 
Plaques, Bank Signs and Desk 
Signs of gleaming, everlasting solid 
Bronze! Write today for illustrated 
ate pees paces ee ees Catalog BM, showing many styles 
ANALYZE HANDWRITING available; Pre-View sketch sent FREE 
—send approximate dimensions. 

Qualify for Certified Grapho-Analyst Degree. New un- 
crowded, fascinating field of service. Gratifying earn- 
ings reported by graduates in Employment. Credit, 


Social Service, Police and Judicial, and Entertainment 
fields. Others have developed profitable private 


practice, full or spare time, as Personal Prob- 
lem and Vocational Counselors. Send for 
3000 word test lesson and Grapho-Analyst 


(144 MT Tae) 


ORDER FROM YOUR STATIONER *4 
P7 OR TYPEWRITER SUPPLY DEALER 


= | 
THE CLAROTYPE CO., INCA | 
261-BX Broadway, New York 7, N.Y.. 



















Serving America’s 
Banking Institutions 
Since 1896 


STANDARD PAPER GOODS ‘t- 


WORCES “ER 8, ‘MASS. 


Once again, 
quarters” 













































































ADDRESS A.1.G. A. Inc. 

















° 
% INTEREST TABLES 4 
MAA L LW /o 


Universal, E-Z, Robinsonian, Star. Simplex, 
PDQ, IXL. Standard and others. Order direct 
from largest publisher and supplier of banking 
interest tables. 


TWENTIETH CENTURY CO. 
542 S. Dearborn St., Dept. 2, Chicago 5, 411. 
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UNITED STATES BRONZE 
SIGN CO. INC. 
570 Broadway New York 12, N. Y. 



































One Way To Help 
Merchants Avoid 
Losses On Bad Checks 


J. Ford White, cashier of The First 
National Bank of Salida, Colorado 
sent us a copy of a letter which he 
has mailed to all of his merchant 
customers. He has used a similar let- 
ter heretofore and it has always 
brought good results. That is, mer- 
chants have been more cautious in 
cashing checks for strangers and 
therefore have had fewer losses. 

The letter is as follows: 

“Thank God that the war is over 
—but there remain the bad check 
artists and forgers. Again we want 
to warn you to be on the lookout. 

“From information given us by 
Chief of Police Masters and from our 
own experience, these culprits take 
advantage of the bank closing at 
noon on Saturdays, the busy time of 
the merchant and professional man. 

“We suggest that you use more 
precaution in handling local as well 
as out-of-town checks for strangers. 
We find that a little more time spent 
in looking over credentials they offer 
and in examining their signatures, 
will more than repay the time given. 
In extreme cases, ask them to place 
their right thumb print beside their 
signature or endorsement. 

“We are anxious to offer what 
protection we can at all times to our 
customers.” 


Box Of Sample Coin 
Wrappers Free 


The C. L. Downey Company, 
Hannibal, Mo., makers of “Steel- 
Strong” Coin Wrappers, is offering 
to send free of charge to any inter- 
ested bank executive a box of sam- 
ples of all its various products. This 
box contains actual samples of each 
of the numerous types of coin wrap- 
pers made by the Downey company, 
and should prove of interest to any 
bank teller or other executive. 


The alternative to a will which 
holds good in court is intestacy. 
Perhaps one of the best ways to 
show the value of a will is to list 
some of the privileges which you 
forego if your estate passes under 
the States “ready-made” will. 


Why have we gone to the extra 
expense all these years of padding 
deposit tickets? We thereby tempt 
customers to carry away the pads 
for scratch pads. 
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Nebraska Bankers 
Association Urges 
Installment Loans 


The Installment Loan Committee 
of the Nebraska Bankers Associa- 
tion recently gave the association 
members some information on in- 
stallment loans, from which the fol- 


lowing is quoted, because it may be | 


of help to bankers in other states. 

“Your committee is convinced 
that the key to future installment 
financing lies in the service that the 
bank is willing to give the dealer in 
the floor-plan financing of his mer- 
chandise, for the reason that the 
banker cannot expect the dealer to 
give the bank the retail paper unless 
it is willing to co-operate with him 
in offering a satisfactory floor-plan 
financing program. 

“If banks are going to get this 
business, they must remember that 
finance companies are already out 
offering very attractive and highly 
competitive rates. We, therefore, 
urge you to immediately contact the 
dealers and work out a satisfactory 
plan and rate structure for floor- 
plan financing, remembering that a 
comparatively low rate to the deal- 
ers will be more than offset by the 
return thet you will receive on the 
volume of retail financing. 

“So long as Regulation ‘W’ is in 
effect, all installment financing will 
be governed by its provisions. 

“Through the efforts of The 
American Bankers Association, we 
have obtained the assurance from 
the major manufacturers of agricul- 
tural implements that al] future re- 
tail financing, as well as floor-plan 
financing, should be channelled 
through the local bank. We cannot 
impress upon you too much the im- 
portance and possibilities that this 
field offers to the rural banks. 

“As far as it is possible, all retail 
financing should be done by the 
bank with the borrower, relieving 
the dealer of direct, as well as con- 
tingent, liabilities. 

“Experience has proven that 
where installment paper is pur- 
chased with the dealers’ endorse- 
ment and guarantee, there is a tend- 
ency to accept a greater volume of 
sub-standard paper, relying upon 
the dealers’ guarantee that in times 
of stress could not materialize. 

“Banks that have established a 
very satisfactury experience in im- 
plement financing have found it ex- 
pedient to request the setting up of 
a reserve fund by the retention of 
5% of the paper financed until such 
time as the reserve fund equals 15% 
of the total amount of paper out- 
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COIN COUNTING MACHINES 


MODEL No. 4ET—(Electric) 


A large motor driven Machine with an unusual repu- 
tation for speed and durability. Will handle all coins. 
Automatically locks after each count of 20, 25, 30, 
40 or 50 coins or will count indefinitely into a bag. 


Register can be reset to zero. 


No 
. ene 
Priorities 
or 
Approvals 
Necessary 
* 
MODEL No. 2X—(Hand operated) 
Adjustable for pennies, nickels, dimes, quarters or halves. 
Can be set to lock automatically when 20, 25, 30, 40 or 50 
coins have been counted or will count indefinitely into a bag. 


An operator can count and package 400 coins a minute or 
count 2000 coins into a bag. Register can be reset to zero. 


143rd ST. and WALES AVE. 


ABBOTT COIN COUNTER COMPANY sew vork’Ss, new York 


THIS SATE HELD THE 
OF SCOTLAND FOR 111. YEARS... 


%& HISTORICAL NOTE 


This oak strong box had huge iron handles and an 
immense padlock. The Crown Jewels of Scotland were 
first placed in it in 1707. In 1818, the key having been 
lost, the Royal Commissioners ordered the strong box 
forcea open so they could examine the jewels. 


Two hundred years ago, the reinforced oak strong box was 
recognized as the ultimate in protection for records and 
valuables. Today, thanks to more than a century of scien- 
tific development, as exemplified in Herring-Holl-Marvin 
design and construction, the banker—and business man— 
may close his desk contentedly, knowing that his priceless 
records and other valuables are safely stored behind steel- 
sheathed walls—immune against fire and impregnable 
against theft. 

IN PREPARATION: ‘'Progress in Protection."’ 

An illustrated history of devices men have 

used to protect their valuables from the cove 

mon era to the present. Limited edition. For 


orchitects, bonkers, executives. Please re- 
serve (by letter) your copy now. Gratis. 


HERRING-HALL-MARVIN SAFE CO. 


Generd! Offices: Hamilton; Ohio 
BRANCH OFFICES in New York, Chicago, Boston 


Washington, St. Louis, Atlanta; Houston 
Philadelphia, Los Angeles 


Other Agencies All Over the World 
MANUFACTURERS OF BANK VAUL? EQUIPMENT-BANK COUNTERS -TELLERS’ BUSES AND LOCKERS 
SAFE DEPOSIT BOXES - NIGHT DEPOSITORIES - BANK AND OFFICE SAFES 
BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS—WEST POINT MILITARY RESERVATION 





@ Precision 
@ Durability 
© Speed 


The New American 
Foot Power 


CHECK CANCELER 


HE greatest perforator design 

improvement in 30 years brings 
you new operating ease and speed, 
allows the canceling of more checks 
in a given time than is possible 
with any other foot operated check 
canceler. Precision control, trouble- 
free operation, maximum perform- 
ance, minimum maintenance costs 

. benefits your bank, your em- 
ployes and your customers. Sales 
and service in all principal cities. 
Ask your American Perforator 
distributor for a demonstration 
or write to: 


Model 59 


THE AMERICAN PERFORATOR COMPANY 


Established 1910 


625 JACKSON BOULEVARD 


CHICAGO 6, ILLINOIS 


Eastern Sales and Service: 227 Fulton Street, New York 7, N.Y. 





Burroughs Clean-Copy Carbon Paper is fur- 
nished in sizes. colors, weights, finishes 
and grades to meet all usual commercial 
needs, from ‘‘one time’’ carbons to highest 
uality carbons for multiple impressions. 
or best results, standardize on Burrou a 
Save money, too, through Burroughs 
count Purc ase Plans. For full details. 
call your local Burroughs office or write 
ne Adding Machine Company. 
Detroit 32, Michigan. 





Burroughs 


SUPPLIES FOR BUSINESS MACHINES 
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Tensile 
Strength 
of 60 es 


FEDERAL BILL STRAPS 


M2 of 50 Ib. best quality Kraft 

poper, “’Steel-Strong” Federal Bill 
Straps have a tensile or breaking 
strength of 60 Ibs. per square inch. 


Normal and reversed figures, plus dif- 
ferent color for each denomination, in- 
stantly discloses value of package, in 
any position. Special clean, sanitary, 
vegetable adhesive sticks instantly. 
Free Samples 
Write today, to Dept. A 


The €. L. DOWNEY Company 


HANNIBAL, MISSOURI 











| 


standing. This reserve arrangement, 
synchronized with the repurchase 
agreement under which the dealer, 
in lieu of a guarantee, agrees to re- 
purchase any repossessed merchan- 
dise sold by him, further provides 
the contingency reserve should be 
used only in cases where the ap- 
praised value of the property re- 
possessed is less than the amount 
due on the obligation. 

“Your committee is of the opinion 
that all payments, irrespective of 


| type of financing, should be made at 


the bank with the exception of the 
smaller home appliances. Our ex- 
perience has taught us that the re- 
sponsible dealer can well be trusted 
with the collection of the monthly 
payments at his place of business, 
since it assures him a continued flow 
of people coming into his establish- 
ment. 

“We do urge, however, that the 
bank, for its own protection, make 
periodic checks with the borrowers 
directly, to make sure that in cases 
of pre-payment, the entire amount 
is remitted to the bank in lieu of a 
continuation of the monthly pay- 
ment by the dealer. This precaution 
will also protect the bank against 
continuation of financing in case of 
repossessions by the dealer. 

“Your special attention is again 
directed to the nationwide publicity 


| insurance companies are giving to 
| the bank-agent plan of financing. 


This is one of our most effective 
weapons of combatting out-of-town 
financing. Do not fail to contact your 
local insurance agent immediately, 
assuring him of your co-operation 
to the fullest extent. We are mindful 
of the fact that in some instances, 
insurance is also written by the 
bankers. This does not need to stand 
in the way of friendly co-operation 
with other local agents, as long as 


| the bankers will observe a strict 


adherence of fundamental ethics and 
will refrain from soliciting the re- 
newal of insurance contracts that 
were originated by other local 
agents.” 


Do you permit a renter to remain 
alone in your vault? 


Instead of using large envelopes 
for business correspondence, change 


| over to the small 634 size. 


Attract More 
G. I. LOANS 


New bank advertising service @ 


Human interest photos @ 100% 
attention getter @ Write for FREE 
proofs @ No obligations. 

EYE* CATCHERS 
12 E. 38th Street New York 
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Your Cost Of Postwar 


Tax Proposals 


By Clinton Davidson, Jr., Pub- 
lished by Harding College, Searcy, 
Arkansas, 76 pages, cloth bound, 
price $1.00. 

Here you will find a discussion 
of three possible programs of gov- 
ernment spending — the Thrift 
Budget, the Thriftless Budget, and 
the Spendthrift Budget — showing 
WHERE the government money 
probably wili go in each case—and 
the pitfalls surrounding the Spend- 
thrift program. 

Here also is a recommended tax 
program that will balance the 
budget, and at the same time pro- 
vide a high level of employment and 
income. The 1944 tax system is des- 
ignated as one that locked a pail 
and chain around the leg of the em- 
ployer—and reforms are suggested 
that would UNLOCK that ball and 
chain. 

The vital point is eliminating of 
the double taxes on corporation in- 
come—in the eyes of most tax econ- 
omists the “Sine qua non” of a pros- 
perity-creating tax system. Other 
recommendations are made for the 
purpose of encouraging private in- 
vestment in private industry, and 
thereby providing greater employ- 
ment, 


No Good Accomplished 
By Protest 


We do not think banks should be 
required by law to protest checks 
that are dishonored. We had one cus- 
tomer request protest. He thought if 
the check was dishonored and pro- 
tested, he would have a better 
chance in court of collecting the 
amount due him but we do not know 
if he made use of it. 

We would much prefer protesting 
checks only upon request of the 
holder of the check. Frankly, we do 
not see the good accomplished by 
the bank or by the customer in the 
protesting of checks.—C. K. Wohner, 
cashier, First National Bank, Can- 
ton, Mississippi. 


Stabilized business is what may 
be expected as a result of keeping 
present dealers in the type of busi- 
ness they understand. 





PHONE PRIVACY 


Office Quiet— Better Hearing 


“Hush-A-Phone” 
Models for E-1 and F-1 Handset 
Phone; Pedestal Phone; Switch- 


board and Dictating Machines. 


A Unique Xmas Gift 
HUSH-A-PHONE CORP. 


43 W. 16th St., N. Y. 11 
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“ASK EM TO BUY” 


e Twenty-five years ago automobile 
accessory manufacturers, seeking to 
develop a market through gasoline 
filling stations for bumpers, wind- 
shield wipers, stop lights and other 
items, and wishing to create sales con- 
sciousness among filling station 
operators, hit upon the simple slogan 
of “ask ’em to buy.” 


Up to that time, when we stopped to 
buy gas we got gas . . . and nothing 
else. Attendants never thought to 
check our oil, or clean our windshield, 
or look at our tires . . . and they cer- 
tainly never tried to sell us anything. 


However, after they started asking 
people to buy something they got 
such good results that they began to 
feel their oats and become really sales 
conscious. Ultimately all the “extras” 
they sold to the public became stand- 


ard equipment, but the filling stations 
went right ahead building up an effec- 
tive nationwide sales organization and, 
when they again have something to 
sell, they'll be right in there pitching. 


The point of this story is that banks, 
too, now face the problem of build- 
ing effective sales organizations. They 
already are starting to “spot” their 
sales conscious people and mark them 
as future sales managers. 


One of the easiest ways to encourage 
this sales consciousness is to get bank 
people to sell something right now. 
Something small, perhaps, like 
Personalized Checks, which are easy 
to sell because they are well received 
and don’t cost much money. For $1.25 
your customers can get 200, together 
with a handsome gold-stamped cover. 
Why not “ask ‘em to buy”. . . today! 


Manufacturing Plants at: 


E LUXE 


CHECK PRINTERS 











| HERE AT LAST 





WITH COVERS!! | 











Banks have been waiting a long time for 
these STEEL COMBINATION COIN CABI- 
NETS equipped with a COVER and LOCK. 


The compartments are accurately spaced. 
Handles afford easy carrying and the cover 
with lock greater security. 


No. 10—1212” wide, 11” high, 4” deep. 
HOLDS: $15 in pennies, $50 in nickels, $150 
in dimes, $350 in quarters and $180 in 
halves PRICE $9.75 


Ne. 30—171%4” wide, 10” high, 4” deep. 
HOLDS: $29.50 in pennies, $100 in nickels, 
$300 in dimes, $300 in quarters and $280 
in halves PRICE $11.10 


Without Covers Less $3.00 








Terms: F.O.B. New York, N. Y. 


HEDENKAMP & COMPANY 


Bank and Office Supplies 
343 Broadway, Dept. B-12, New York 13, N. Y. 





| 624 S. Michigan Avenue 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 











NOW 
Available 


in STEEL! 


Wardrobe and Locker Racks, 
that save floor space (accom- 
modate 3 persons per sq. ft.). 
Keep wraps aired, dry and 
“in press”. 6 ard 12 place 
costumers that will not tip 
over. Modern in design and 
finish. Portable and Station- 
ary Racks for industrial or 
institution check rooms. 


Write for Bulletin G-23 





VOGEL-PETERSON COMPANY 
“The Coat Rack People” 
Chicago 5, Ill. 
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You still have time! In December, your employees’ 
allotments to the Victory Loan through your com- 
pany’s Payroll Savings Plan offer a final chance to 
help speed the proud homecoming of our fighting 
men—and do all in medical power for our hospital- 
ized heroes! 


Make December a plantwide TOP-THE-QUOTA 
drive! Now’s the time to spotlight your Payroll 
Savings Plan—and “brief” your Bond-selling organ- 
ization for fast, last minute action! 


Resolicit every employee to buy 
the New F.D.R. Memorial $200 Bond 


and the 
HOME STRETCH 


The new Franklin Delano Roosevelt $200 Bond — 
better than actual cash because it earns interest —is 
a strong building stone toward the secure future of 
every employee-purchaser! 


From now ’til the New Year — with plant rallies, 
interdepartmental contests and resolicitation—keep 
Payroll Saviags Plan Bond-buying at a new Victory 
Loan high! Buying a Victory Bond is the best way of 
saying “Welcome Home” to our returning veterans! 
Also an active aid in assuring pros- 

perity to your nation, your employees 
—and your own industry! 


The Treasury Department acknowledges with appreciation the publication of this message by 


BANKERS MONTHLY 
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This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Council 
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Roy K. Hackett, manager of the 
Grants Pass Branch of the First Na- 
tional Bank of Portland, Oregon, 
has been promoted to the office of 
vice president. 


George D. Thompson has been 
elected president of the Moline State 
Trust and Savings Bank, Moline, 
Illinois. 


James D. Robinson, Sr., has been 
elected chairman of the board of the 
First National Bank of Atlanta, 
Georgia. He has served as vice 
chairman of the board since March, 
1945 and succeeds the late John K. 
Ottley as chairman. 


Colonel Downie Now 
Bank President 


Colonel Robert C. Downie has as- 
sumed the active presidency of the 
Peoples-Pittsburgh Trust Company, 

Pittsburgh, Penn. 
rr He was elected 
president in Jan- 
uary 1944 and 
has been on a 
leave of absence 
with the Army 
since that time. 

Colonel Downie 
was relieved as 
District Chief of 
the Pittsburgh 
Ordnance District on October 15th, 
after more than five years of service. 
He became associated with the Pitts- 
burgh Ordnance District in Septem- 
ber 1940. 

At forty years of age, Colonel 
Downie is the youngest bank presi- 
dent in Pittsburgh and one of the 
youngest men in the country to head 
a major bank. Peoples-Pittsburgh 
ranks among the first hundred in the 
United States and serves more than 
200,000 customers in the Pittsburgh 
area. 


Col. Robert C. Downie 


Wachovia Completes Four 
Million Capital Increase 


Completion of the sale of 80,000 
additional shares of common stock 
of the Wachovia Bank and Trust 
Company, Winston-Salem, N. C., 
and a resulting increase of capital 
funds by $4,000,000, is announced 
by President Robert M. Hanes. 

The bank’s former capital of $3,- 
000,000 has been increased to $5,- 
000,000, and the surplus of $5,000,- 
000 has been increased to $7,000,000. 
This gives a combined capital and 
surplus of $12,000,000, which is the 
largest of any bank in the south- 
east. 


December, 1945 


Quarter Century Club 
Has 769 Members 


The Guaranty Quarter Century 
Club, composed of employees, of- 
ficers and directors of the Guaranty 
Trust Company of New York who 
have served the Company for 25 
years or more, now has a total mem- 
bership of 769, including a chapter 
in London where the company has 
had offices for 49 years. 

Senior officials of the bank who 
are members of the Quarter Century 
Club include William C. Potter, 
chairman of the executive commit- 
tee; W. Palen Conway, vice chair- 
man, of the executive committee; 
Eugene 7. Stetson, chairman of the 
board, and Charles E. Dunlap and 
Cornelius F. Kelley, directors. 


Westinghouse Sets Up New 
Retail Finance Division 


Appointment of Chester F. Gil- 
bert as manager of a newly created 
Retail Finance Division of the 
Treasury Department has been an- 
nounced by Westinghouse Electric 
Corporation. The new division of the 
company will be responsible for 
contractual relationships with banks 
and finance companies in develop- 
ing techniques of installment selling. 

This responsibility will include 
the coordination of policies and 
practices of all departments of the 
company with respect to financing 
dealers, and products sold through 
dealers, distributors or agent job- 
bers; development of retail finance 
plans that will stimulate the sale of 
products by these groups; and the 
providing of means to assure satis- 
factory and efficient service by 
financing institutions on all retail 
sales. 

Mr. Gilbert, a native of San Fran- 
cisco, Calif., has, for the past four 
years, been associated with the Bank 
of America in San Francisco, and, 
at the time of joining Westinghouse, 
was an assistant vice president of 
that institution. 


In this capacity, he spent con- 
siderable time during the past year 
in nationwide travel, developing, 
planning and working out arrange- 
ments with manufacturers by which 
a large group of West Coast banks 
set up a voluntary cooperative plan 
to offer low-cost installment financ- 
ing service to their communities, 


Nash Motors Proposes Plan 
To Cooperate With Banks 
On Dealer Financing 


The rapid advances made by 
banks in financing the sale of auto- 
mobiles, appliances and other con- 
sumer durable goods, and the in- 
creasing importance of banks in 
this field of credit is recognized. 
according to Carl M. Flora, vice 
president of the First Wisconsin Na- 
tional Bank of Milwaukee, in a plan 
announced by the Nash-Kelvinator 
Corporation for financing the inven- 
tories of its automobile dealers 
through credit arrangements with 
their own local banks. 

The proposed Nash plan calls for 
bank credit arrangements in places 
where such dealers hold franchises 
for one hundred or more cars a year. 
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' > Under the direction of officials ~~ 
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assuring a knowledge of require- © 
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ORDER NOW your copy of: 
MONTGOMERY'S 


Federal Taxes on 
Estates, Irusts and 
Gifts 1945-46 


STANDARD GUIDE to estate planning. 


Since 1917 the counsel of Montgomery's | 


tax books has been relied on by 
trust officers, attorneys, and all 
who administer or own property. 


This manual covers application 
of the federal estate tax, gift tax 
and those features of income tax 
peculiar to decedents, estates 
and trusts. 


New 1945-46 issue ready in 
December, bringing up to date 
developments in the law and its 
operation. Get your order in 
now. $7.50 


ORDER now also: 
MONTGOMERY'S 


Federal Taxes on 
Corporations 1945-46 


HE help bank officers need on this year’s corpora- 

tion tax problems. Everything in one place for 
quick reference and easy application; changes in the 
law; developments in its administration; experience- 
four-ied counsel on what to watch for, what to do 
U ue presentation, nowhere else paralleled or 
duplicated. New 1945-46 issue ready in December. 
Order your copy now. Two volumes, $15.00 


A TAX PROGRAM for 
a Solvent America 


By The Committee on Postwar Tax Policy 
Roswell Magill, Chairman 


THIS is the plan that has been receiving such wide 

and favorable comment from the press of the na- 
tion. It includes recommendations of vital interest 
to all taxpayers—corporate, individual, fiduciary. 


“Probably the soundest tax proposal yet. 
Suggestions . . . eminently practical at this 
time."” Taxes. $3.00 


Roswell Magill’s 


TAXABLE INCOME 


REVISED EDITION. A complete, up-to-date study of 

the reasoning and analysis the federal courts and 
Congress have followed through the years in answer- 
ing the question, ‘What 
invalable guide to judgment in situations involving 
effect of specific transactions or courses of action. 


$6.00 


THE RONALD PRESS COMPANY, Publishers 
15 East 26th Street New York 10, N. Y. 


{ Please send us the books checked below. Within 

| 5 days after receipt we will send the price (plus 
postage) or return the books. (We pay delivery 
if you remit with order; money refunded 
on request). 


Oo Montgomery's Federal Taxes on Estates, 
Trusts and Gifts, 1945-46 

DC Montgomery's Federal Taxes on Corpora- 
tions, 1945-46 (2 volumes).......... 15.0 

0 Tax Program for a Solvent America, Magill. 3. 

OTaxcble Income, Magill..........-+2.+0 6 
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Under the plan, the dealer’s bank 


| gives to Nash Motors a continuing | 
called a | 


commitment, which is 
“wholesale drafting commitment,’ 
in which it agrees to pay upon pre- 
sentation sight drafts for Nash auto- 
mobiles as they are shipped to the 


dealer. Payment is to be remitted to | 


the Nash drawing office or deposited 
at the nearest Nash depository bank, 
according to instructions. 

This gives the factory the assur- 
ance that the cars will be paid for as 
shipped. On the other hand, the 
bank is protected by a provision in 


| the commitment for cancellation at 


any time. 
Nash Motors will send an advance 


| notice of wholesale shipment to the | 


bank when the dealer’s order is 


received. This notice will go forward | 


approximately two weeks in ad- 


| vance of shipment and draft and 


will give the bank time 'to do what- 


| ever is necessary to protect its in- 
| terests, including the opportunity to 


refuse the draft. If the bank is un- 
willing to finance further shipments 
for the dealer, it may cancel the 
wholesale drafting commitment. 


New Executive For 
American Express Field 
Warehousing Corp. 


Marvin L. Atkins has joined the 
American Express Field Warehous- 


| ing Corporation and has begun call- 
ing on banks | 


throughout the 
East. Mr. Atkins 
began his busi- 
ness career by 
selling municipal 
bonds, and after 
leaving to join 
the sales staff of 
a tire manufac- 
turer, joined the 
National City 
Bank of New 
York. Later, in Hartford, Connecti- 
cut he sold corporate stocks and 
bonds for Hambleton and Company 
and evenfually joined H. L. Doherty 
Company, becoming district sales 


Marvin L. Atkins 
“Am. Ex, Field Whse’’ 


| manager. After spending several 
years in the automatic heating and | 


air conditioning fields, he joined 
New York Terminal Warehouse in 
1940, serving as district manager 
first in Syracuse and then in Pitts- 
burgh. 


It is estimated that 98% of the 
space necessary to store records will 
| be saved by using films. 


How precious is old correspond- 
ence? 
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EMITTANCES ABROAD 
ARE IN DEMAND 


Thousands of people are eager to aid the distressed 
in foreign lands by sending them money. 


They can do this by check, money order, or 
cable. 


It is possible for you to offer.this service to 
your patrons simply by coordinating your sales 
efforts with the American Express long estab- 
lished foreign payment facilities. 

This relieves the bank of maintaining foreign 
balances, reconciling statements and other details 
incidental to foreign exchange. 





Sales are made by the bank in its own name— 
its identity is retained. The Company looks after 
the payments. 














All necessary forms are furnished. 

All necessary information is provided. 

For more than fifty years this American 
Express Service to many banks has continued 
uninterrupted. 

As the field broadens in this crucial time, it is, 


once more, placed before you for your convenience 
and use. 














AMERICAN EXPRESS 


Foreign Remillance Department 


65 BROADWAY - NEW YORK 6, N. Y. 
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840 N. Michigan Avenue 122 E. 42nd Sr. 


235 Montgomery Street 
Chicago 11 New York 17 
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OFFICES IN OTHER PRINCIPAL 


660 St. Catherine Street. West 
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